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IGHT HOUR EQUIPMENT?” is the term 
aptly applied to Kalamazoo loose leaf devices by 
enthusiastic users. 


The speed of the bookkeeping machine depends upon the 
operator, and the speed of the operator is dependent upon 
the loose leaf equipment. The Kalamazoo Style ‘‘C’’ 
Systems were designed with this thought constantly in mind, 
and asa result every conceivable mechanical aid to the produc- 
tion of more and better work is embodied in this system. 


Let us assist you in making the day’s work in your account- 
ing department end at a regular time each day. Our 


booklet, ‘‘Labor Waste,’* will give you some conception of 
Kalamazoo devices, their uses and results. Write for it today. 


Kalamazoo Loose Leaf Binder Company 


KALAMAZOO Service Sales Offices Everywhere MICHIGAN 





Original producers of standardized accounting forms for banking 
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A GREAT. METROPOLIS 


Located in the heart of the greatest producing 
center of the world, Chicago and Chicago's 


business enterprises have become large factors in 
the world’s business, 





|* facilities and accomplishments the Continental and 
Commercial Banks have kept abreast of the requirements 


of business and industry. They are equipped to render 
every banking service. 


Invested capital over Fifty Million Dollars. 
Resources over Five Hundred Million Dollars. 
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Brightens Homes; Lightens Work 


[ILLYS LIGHT saves time and labor. Its cheerful light brightens 
the home and gives new pleasure to the hours of relaxation. 


Willys Light is operated by the quiet, powerful Willys-Knight sleeve- 
valve engine which cranks itself, runs with almost no attention and stops 
automatically. It burns kerosene, gasoline or distillate. It is built by the 
world’s largest manufacturers of motor car starting and lighting systems. 
Desirable Territory for Dealers Available 
Write Dept. C for complete information 


ELECTRIC AUTO-LITE CORPORATION, WILLYS LIGHT DIVISION, TOLEDO, 0., U. S. A. 


District Offices in: 
Spokane; Denver; Minneapolis; St. Louis; Detroit; Syracuse; Philadelphia; Dallas; Atlanta 
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It is to the Banker That This Country is Turning for Constructive 
Leadership in the War on “Red’’ Activity 


The Savings Statement is a Novel Feature of This Energetic Bank's 
Plan to Keep Deposits Coming In 


In two parts—Part 2 


The Growth of the School Savings Idea, in New York Especially, and 
Why the “Adult’’ Banks Fully Approve 


A New Fox at the Forgery Game By George H. King - - 


A Clever and Daring Penman Presents One Too Many Bogus Checks 
in Denver—His Work and His Capture 


Around the Weekly Round Table - - - . 


Co-operation that Makes it Possible for Any Man to Handle Every 
Man’s Job in an Oconomowoc Bank 


Epigrams on Deposit Building By Ray E. Bauder - - - 
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A Form of Advertising Which Ought to be Done Right or not at all— 
Other Advertising Ideas 
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WHAT HERBERT HOOVER SAYS OF THE PLAN 


upon the American people that it is useless to remit money to a family in those countries 

with the hope of improving its food condition. The sum total of food now available in 
Central Europe is insufficient to keep the population alive, and under these circumstances 
money thus becomes that much paper so far as nutrition is concerned. A hungry man wants 
food, not money, and under the arrangement outlined below, we can meet his need. 


“There are three or four million families in the 
United States with family affiliations in Eastern 
and Central Europe. Many of them are desir- 
ous of giving direct personal assistance to these 
relatives and friends. Some are endeavoring to 
perform this service by preparing or purchasing 
packages of food foroverseasshipment. Insome 
cases the packing and extra freight involved 
adds one hundred per cent to the cost. We 
are proposing to solve this difficulty by estab- 
lishing warehouses to carry stocks of staple 
foodstuffs in European cities where distress is 
particularly acute. We propose to sell, in 
America, orders upon these warehouses in the 
form of FOOD DRAFTS which can be trans- 
mitted to friends or relatives in Europe. We 
propose to charge the buyer of the food draft 


Neen of the Central and Eastern European governments are endeavoring to impress 


the factory cost of the food plus a reasonable 
margin to cover cost of transportation and in- 
surance. Profits, if any accrue, will be turned 
over to the European Children's Fund. 

“This plan has been presented to and ap- 
proved by the State Department, Federal 
Reserve Board and the United States Treasury, 
and also each of the European countries con- 
cerned." 

There are two ten and two fifty-dollar food 
drafts designated to meet both Christian and 
Jewish requirements. Each draft is executed 
in quadruplicate to include a receipt for 
the purchaser, a stub for the issuing bank and 
two advices to the American Relief Adminis- 
tration. Instructions are printed on the back 
of the original in seven languages. 


THE A. B. A. ENDORSES IT 


Speaking of the food draft plan. Richard S. Hawes, president of the American Bankers Association, says: 


for the issuance of ‘food drafts’ or orders, to enable relatives in this country of needy 
Europeans to relieve suffering, amounting almost to famine, in the indicated sections of 
Europe. The bankers of the country have shown many times since America entered the war their 
desire to render patriotic service, and their action in doing full part in meeting national 


emergencies is a matter of record. 


“They will carry the same spirit into all com- 
mendable efforts to help remedy world con- 
ditions intelligently and advisedly, and 
especially will they be found willing coadju- 
tators in measures for emergency relief, care- 
fully thought out and well administered. From 
the inception of Mr. Hoover's ‘food draft’ 
plan, the profits of which, if any, will accrue 
to the European Children's Fund, the Ameri- 
can Bankers Association, through its committee 
on Commerce and Marine, has been in con- 
stant consultative touch with the proposal, and 
its endorsement is given heartily after the most 
thorough consideration. 1 be- 
speak for the plan the earnest 
support of the 20,000 mem- 
bers of the Association through- 
out the country." 


©: American Bankers Association will cordially and effectively co-operate in the plan 


We are further informed that the A. B. A., 
through its committee on Commerce and 
Marine, has worked out with the relief 
administration the method of sale for these 
drafts among the member banks of the 
association. The first two days of their sale 
in New York saw more than half a million 
dollars in food drafts sold. 

In a message direct to the bankers of America, 
the American Relief Administration, 115 Broad- 
way, New Work, urges universal assistance in 
making the plan successful. They advise that 
not only can drafts be bought by Americans 
for relatives in Europe, but those interested 


can buy drafts for general relief, leaving 


the selection of the 
recipient up to the 
Administration. 







































Banking Sense 
vs. Radicalism 


By FREDERICK W. GEHLE 
Mechanics & Metals 
National Bank, 
New York 














“The bank client is the salt of the earth. He does not foment strikes or throw bombs” 





















It is to the Banker That This Country is Turning for 
Constructive Leadership in the War on “Red” Activity 


“The only way you can stop this is to hit 
it on the head when and where you see it.” 


HE quotation given above sounds Bolshevistic. 
Lenine, Trotsky or Berkman might be accused 
of using it. 

As a matter of fact it is from the lips of the chief 
executive of the largest national bank west of the 
Hudson River. Speaking before the American Bank- 
ers Association at the St. Louis convention, George 
M. Reynolds, president of the Continental and Com- 
mercial National Bank of Chicago, gave voice to the 
above sentiment—and then waited until the ap- 
plause of his banker audience had subsided. 

“Red” agitation was the theme of Mr. Reynolds’ 
address—just as it has been, on many occasions, the 
theme for Lenine, Trotsky, et al. But the Chicago 
banker was giving the prescription for ridding the 
country of this agitation, and he gave it in a single 
short sentence that struck home forcibly to the minds 
of those who heard him. 

Just what the world is coming to, and in just what 
direction our own country is headed, is beyond the 
ability of any man to say. Europe, in its reaction 
from the intense strain of the war, has swung far 
away from the unity of effort and sympathy of pur- 
pose that prompted its inhabitants during the years 
of severe trouble. Unsettlement is seen everywhere; 


socially and politically Europe is a caldron of unrest, 


the spirit of which has communicated itself to our 
own country. It is not an easy thing to analyze the 
spirit of the American people, and draw definite con- 
clusions regarding the future from such an analysis. 
The present state of confusion is something that can- 
not be readily explained. In fact, one cannot help 
being struck, when he travels about in the United 
States, by the strong contrast that is manifested 
among the people from a little more than a year ago. 
One can understand why, in the reaction from a long 
and exhausting war, a depression of moral aims should 
have taken hold of Europe. It is not so easy to un- 
derstand why the same condition should apply here 
at home. The war did not exhaust us or impress its 
darkest tragedy upon us, yet there has been a dis- 
tinct let-down in the spirit of the rank and file of the 
people. 

Even the most casual conversation discloses the 
class-mindedness that has crept into people, and the 
prejudices that have sprung up among them. As 
I recall the autumn of 1918, before the armistice, the 
moral tone and sacrificial spirit were distinctly ele- 
vated; men talked of the co-operation that was win- 
ning the war, about the sacrifices they were making 
to help bring the victory. They had stopped using 
wheat, meat, sugar and coal so that others might eat 
and be warm. They had money in their pockets— 
plenty of it—yet they stopped using gasoline on Sun- 
days and curtailed unnecessary traveling on week 








Sete 


Clearing House 


= 


COPYRIGHT BROWN BROTHERS. N.Y 





“It is not easy te analyze the spirit of the American people” 


days. They even stopped putting 
up new houses and buying new 
clothes. They submitted to the 
passage of a bone-dry law, accepted 
a war draft without a murmur and, 
withal, bought war bonds like hot- 
cakes. 

A little more than a year ago the 
spirit of sacrifice was manifested 
everywhere and America gloried in 
it. And now? One feels, when go- 
ing about, like pinching himself to 
make sure he is in the same coun- 
try. Outside the car window you 
can see the same things you saw 
last year; the same broad acres 
spinning by, the same smiling coun- 
tryside, the same sleek cattle and 
well-cared-for barns. It is the 
same U. S. A. It is the men who 
have changed; they have suffered 
a reaction. Even those you meet 
casually in the smoking compart- 
ment or the dining car do not talk 


as they talked during the war. If 


you speak of the spirit of sacrifice 
they look at you queerly. 
“Sacrifice?—where do you get 
that talk? said a sharp-spoken in- 
dividual to me one evening, when 
I ventured to assert that if every- 
one sacrificed a little more leisure 
and worked an hour longer each 
day, industrial troubles in the 


United States would soon end. 
“We won't sacrifice anything! We 
want all that’s coming to us. Cut 
the sacrifice talk: give us our 
rights!" 

Rights! The hostility that labor- 
ing men have been taught by rad- 
ical minds to feel toward their 
employers has built up a distinctly 
new spirit among them, and today 
groups here and there demand 
privileges for their class at the ex- 
pense of all the people. It is men 
who talk as my train companion 
talked who have agitated the 
minds of many of the working 
classes, appealing to their cupidity 
and so far playing upon their 
selfishness that they have been 
swept away from the old, recog- 
nized basic principles. 

No two men seem able entirely 
to agree on the significance of the 
social unrest that has spread 
through the United States, or on 
its ultimate effect upon this coun- 
try. Indeed, there are those who 
calmly dismiss the whole matter 
aS a mere ‘passing phase.” Un- 
like former President Taft and 
other practical students of current 
affairs, who have declared their 
fear lest the movement carry so far 


as to threaten our system of 





government, they insist upon an ut- 
most confidence in existing condi- 
tions, attributing to “nerves” ou 
recurring alarm lest the present 
agitation bring us into danger. “We 
are besieged by an army of calam- 
ity howlers,’ announced a met- 
ropolitan journal recently. ‘The 
Bolsheviki is a nightmare. The 
nerves of our people go all to pieces 
when they discover some radical 
literature or a radical speech, and 
they can almost name the day 
when revolutionists will overthrow 
our government.” 

Perhaps this newspaper is right: 
there isnt a true American who 
doesn't sincerely pray that it may 
be right. But looking toward 
bloody Russia and seeing the chaos 
that Bolshevism has brought to 
that country, there isnt a true 
American who for one minute 
would want “red” propaganda to 
spread further among the rank 
and file of our workmen, designed 
expressly to bring the kind of dis- 
order that will put the soviet 
scheme of government in_ this 
country. The nervesofsome Ameri- 
can people may be very jumpy, but 
if the effect is finally to arouse all 
the American people in defense of 
American traditions and ideals, we 
may after all have something to 
thank those jumpy nerves for. 

In every community that up to 
this time has hit out at all vigor- 
ously against unhealthy agitation, 
it has been the bankers to whom 
business men generally have looked 
for leadership, and in every one 
of these communities the response 
of the bankers has been immediate 

“Hit it on the head when and 
where you see it’ has not always 
been the policy, for one reason 
and another, but it is now becom- 
ing more and more the policy. 
Meeting propaganda with propa- 
ganda, combating misrepresenta- 
tion with facts, hitting lies with 
the truth when and where the lies 
appear, it is coming to be recog- 
nized that only thus will the United 
States be rid—if it ever is to be 
rid — of the agitation that is 
distracting it today. Bankers, 
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business men and manufacturers 
generally are awakening to this, 
and the movements afoot in various 
parts of the country to stop the 
undermining of the institutions for 
which America has stood, and for 
which Americans have paid a high 
price in blood and treasure, testify 
to the awakening spirit all about us. 

What the bankers in cities like 
New York, Boston, Philadelphia, 
Chicago, St. Louis and San Fran- 
cisco have done has been, individ- 
ually, quietly, and without any 
formal organization—in fact with- 
out any more definite purpose in a 
number of cases than to reply to 
falsehoods and counteract misinter- 
pretations—to carry on a propa- 
ganda of their own, designed to 
challenge the craze to socialize 
everything, and to direct the Amer- 
ican people collectively to a spirit 
of simple justice and honest think- 
ing so far as business is concerned. 

Some of the bankers in these 
larger cities have gone further than 


that. In outlining where industry 
and honest business stand they 


have taken the stand vigorously, 
and in no _ uncertain language, 
against those who would make the 
United States an in- 
ternational boarding 
house where every 
theory of government 
that is now distract- 
ing Europe might be 
tried out, turning it 
as well into an experi- 
mental station where 
every theory of busi- 
ness control that flies 
in the face of Ameri- 
can tradition and 
custom might be ex- 
ploited. 


Miss 


Following the lead 
of a New York group 
of bankers that has 
styled itself the *Pub- 
lic Affairs Committee 
of the American In- 
stitute of Banking,” 
bankers in various 
parts of the country 
have adopted the 
method of some of the oT 


t is in the strata below 


agitators themselves, going in person 
to noonday and night meetings of 
workers, taking the platform and 
delivering simple talks on economic 
truths, seeking to discuss on an 
intelligent basis the theories that 
these workers have embraced, 
strengthening those which are fun- 
damentally right, exposing the 
fallacy of those that are econom- 
ically wrong. 

Others—and these are in the 
majority by far—have resorted to 
the printed word, and have adopted 
the big, broad principle of adver- 
tising, preaching patriotism and 
economic sanity in booklets, pam- 
phlets and circulars, and even in 
newspaper copy, condemning in 
vigorous terms the false doctrines 
that menace the industrial and 
economic welfare of this country. 

Carried on with sufficient vigor 
and extended so far that the 
people most concerned will hear and 
read, we can hardly question the 
effect of this new war that is be- 
ginning to be waged throughout 
the country today, under the lead- 
ership of the banks. The war for 
a return of social and economic 
order will not be won easily, for 
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up to this time, through our 
own shortsightedness, few of the 
people whose intelligence must de- 
termine the outcome were properly 
taught the economic truths upon 
which the new warfare itself must 
be based. There are two ways 
of looking at every subject, a right 
way and a wrong way. Even be- 
fore radical ideas began to take 
root in their minds, great numbers 
of workingmen in various parts of 
the United States never were 
rightly taught the true relations of 
labor and capital. Nor were they, 
as producers, ever led to think 
that their employers belonged in 
the same economic sphere as them- 
selves, their prosperity governed 
by the same laws that governed 
their own. The war, with its 
maladjustment of the economic 
scheme of things and its exaltation 
of labor as the force out of which 
victory came, opened wide the 
eyes of the workingman to his 
power, and opened wider still his 
ears to the insidious statements 
that were poured from the lips of 
crack-brained talkers who, from the 
time of the , Russian rev- 
olution, saw in the war an 


(Continued on page 23) 
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ouse 











Your Bank Deposit is Overdue! 


The Savings Statement is a Novel Feature of This 
Energetic Bank’s Plan to Keep Deposits Coming In 


HEN I got out of the army 
last June I was “loaded” 
with ideas on saving. The Lib- 
erty Loan drives had demonstrated 
that people—all sorts of people- 
can and will save money once they 
pledge themselves to do so. Why 
not utilize this simple principle of 
psychology in the “piping times of 
peace?” 

The idea looked promising, and 
in August of last year our bank 
laid down a thrift barrage, the key- 
note of which was this: “Decide 
how much you ought to save each 
month and tell us the amount. 
Then you will owe yourself this 
amount each month You pay 
your clothing bill, so why not your 
saving bill? We send you a state- 
ment every month and you are ob- 
ligated to pay yourself this amount 
every month until you notify us to 
the contrary. This statement is 
your Dispatch 


By RUSSELL RICHARDSON 


article to give you pleasure, and say 
to yourself, ‘Oh, well, I will save next 
month. You may doit and youmay 
not. Next month, like to-morrow, 
never comes. What you need is 
to be put in the position where 
you will constantly have this ques- 
tion thrust in front of you: “Have 
you sent your deposit to the bank 
this month?’ Psychology teaches 
us that it is easier to do positive 
things than negative ones. The 
clever clerk in a store asks, “You 
want to take this with you, don't 
you? You answer, ‘Yes. If he 
had asked, “You want this sent, 
don't you? you would have an- 
swered ‘yes just the same. Try 
this and be convinced.” 

So much for the gist of our mes- 
sage. Our method of putting it 
across with possible depositors is 


the outgrowth of several experi- 
ments. First we got out 10,000 
typewritten cards labeled “Pledge 
Cards.” Not one was returned. 
The idea aroused much favorable 
comment, but people would not 
sign the cards as simple pledge 
cards. Then I saw a card plan the 
Merchants Loan & Trust Com- 
pany, of Chicago, had used, adopt- 
ed it, and our present—successful 
—dispatch card plan was the re- 
sult. (Illustrations with this ar- 
ticle will show both cards.) 

While preparing our folder on 
this plan, it occurred to us that 
the cause of systematic saving could 
be aided by some helpful informa- 
tion on systematic spending. So 
we added the Home Budget plan 
and got out a folder entitled “A 
New Plan for Saving,” parts of 
which were quoted above. We de- 
cided to send this folder only to 

those who asked 





Card. It means 

GET GOING!” PLEDGE 
That excerpt I hereby pledge 

shows how we 3 eact 


proposed to use 
pledges to pro- 
mote saving. 


it in the 


You Mag send 





1 rionth and to deposit 


SACRAMSNTO BANK, 


CARD. 


myself to save 


me monthly notices 




















To SACRAMENTO BANK 


Sacramento, Calif. 


I request that you enter my name under 
your monthly DISPATCH CARD PLAN. 
Until | notify you to the contrary | agree 
to deposit each month the amount indi- 
cated below by an X, for which you may 


for it. Two 
means of getting 
such requests 
were employed. 
One was a 
printed bank 
letter entitled 
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Ten thousand pledge cards, similar to the one at the upper left, were first sent out without success 
The dispatch card (at the right) proved the right form to get people to pledge themselves. 
budget cards (lower left) were sent to prospective depositors upon request 


which could be 
had on demand. 


The two 
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The printed circular was 
sent to 20,000 country 
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Buried in a Dark, 
Damp Basement 


n are jammed on dirt 


owner will 


cents per $100 valuation is 


They write in and tell us 

so—and results show it. 
We have also been com- 

mended for our public 


efor vom | Spirit because of such ads 


as “Buried in a Dark, 
Damp Basement, “which 


of the latter. The news- He Seacee boosted the sale of school 
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people alike took to the 
whole proposition. We 
got many new accounts from 
people who had begun analyzing 
expenses and saw the wisdom of 
pledging themselves for systematic 
saving. A large number of our 
old depositors used this method to 
increase their savings. In all such 
cases such patrons of the bank 
practically doubled their savings. 
One man who was in the habit of 
saving about $250 a year has 
pledged himself to save $40 a 
month and has not missed a deposit. 
Judging from the last six months of 
1919, our deposits are increasing at 
the rate of a million and three 
quarters a year. We are getting 
results. 

Recently we sent out 1,000 fol- 
low-up letters to those: who had 
received our folder but had not 
become depositors. In these let- 
ters we inquired if the reader 
would like to receive some budget 
cards similar to Figures | and 2 
in our folder. Replies in great 
abundance were received, with 
many kind words for the bank 
thrown in, and several accounts 
were obtained. This was the most 
satisfactory bit of direct advertis- 
ing we had ever done. 

Our newspaper advertising has 
attracted so much favorable com- 
ment—and has helped our business 
so materially—that a word about 
that may prove interesting. We 
advertise in 17 country papers— 
two-column, five-inch ads—once 








‘People are interested in such advertising as this” 


a week. We also advertise in 
three Sacramento daily papers and 
four weekly mediums. The space 
used locally is generally two col- 
umns by five inches. 

Our policy is this: About once 
a week we run the biography of 
some prominent citizen who is 
known for his thrift and enter- 
prise. These thrift biographies have 
attracted wide attention. They 
create both interest and good will. 
The men featured and the bank 
also receive letters from readers of 
all sorts. Not infrequently an old 
depositor asks us to write him up. 

We have injected “institutional 
personality” into our ads by re- 
viving our old bee-hive symbol, 
prominent fifty years ago and still 
an architectural feature of the 
bank. 

Two or three times a week we re- 
print newspaper clippings wherein 
‘life's little tragedies,’ such as the 
old one of the failure to deposit lost 
savings in a bank, are featured; 
or run a clipping that shows how 
great an oak can grow from a little 
acorn. We believe in the use of 
proverbs, catch headings, trite say- 
ings and the like and use them reg- 
ularly in our advertising. We want 
people to get both entertainment 
and instruction out of our ads. 
Note the advertisement entitled 
“A Barn Door Frame-Up.” Peo- 
ple are interested in such “copy” 
as this and will read every word. 


our service or ourselves 
in our advertisements. 
We want our work to speak for 
itself. 

For the Fort Sutter National 
Bank, which is under the same 
management as the Sacramento 
Bank, we employ still another type 
of newspaper advertising. Here 
we advertise in two daily papers 
only; but we take more space. Our 
policy is to advertise our com- 
mercial clients one at a time. This 
novel service has benefited both 
our clients and ourselves. To keep 
down jealousies among competitive 
concerns we keep a card index of 
all the depositors in our bank who 
are competitors and approach all 
in one line of business before we 
run a single ad. 

One store we advertised reported 
several sales directly traceable to 
the Fort Sutter National ad. A 
shoe store that has never done a 
day's advertising reported a $20 
increase daily for seven days fol- 
lowing our “write-up.” 

We have attracted a great deal of 
attention, but most of all, we have 
promoted our own business, which 
goes to prove the old saw about 
“bread cast upon the waters.” 
Prior to the first of August, the 
Fort Sutter National had never 
advertised. Its resources were $3,- 
500,000 then. Now they are $5,- 
500,000 and nothing has changed 
but our advertising policy. Does 
advertising pay? Ask our receiving 
teller! 





| 
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ROPERTY is the fruit of labor; property is desirable; is a positive good in the world. That some should be rich shows 
| that others may become rich, and hence is just encouragement to industry and enterprise. 


“Let not him who is houseless pull down the house of another, but let him work diligently and build one for himself, 
thus by example assuring that his own shall be safe from violence when built.” 





—Abraham Lincoln. 
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The Autobiography of an Unsuccessful 
Banker 





By WILLIAM ASHDOWN 


Part Two 


| shall never forget the thoughts and feelings that 
came surging as | stood on the front deck of the 
ferryboat crossing the Hudson, while the big ‘ 
of my new life loomed before me 


city 


I Become an Anarchist 


EARS ago a friend of mine was 

working in a large wholesale 
house. He made up his mind to get 
more pay and on a certain Wednes- 
day approached the boss and said 
“Mr. B., mother says if you don't 
give me a raise, | quit Saturday.” 
‘Maybe you had better quit now,” 
said the boss. ** You may forget it on 
Saturday.” The jolt of that rebuke 
rankles in his heart yet. He never 
tried that method again. I tried 
others that worked as unsuccess- 
fully. 

I was now really working in a 
bank. I didnothing else. When there 
was no work | found work. I was 
the first on the job and the last to 
leave. Many a morning | got up at 
five to take the six oclock train 
that brought me at the bank an 
hour too early, rather than wait for 
the next that got me there fifteen 
minutes late. I was jealous of 
my job and would let no other hand 
touch it. 

Most bank men expect a yearly 
increase in salary. When the 


jealous. 


annual meeting looms in sight 
they begin to hope and to worry. 
Along about November, I began to 
worry. | concluded that no one 
appreciated what I was doing half 
as much as I did myself, and if they 
did not know, it was my business to 
tellthem. I was struggling hard on 
fifteen a week and I wanted them 
to know how hard | was struggling 
on fifteen a week. I prepared my 
little speech with much care, not 
overlooking the German and the 
law and the psychology. | didn't 
get stage fright, but well nigh toit, as 
I bearded the lion in his den every 
year and stated mycase. Sometimes 
I got what I wanted and sometimes 
not. The “nots” turned me into an 


anarchist. I saw other young men 
getting somewhere and I[ was 


I watched them deposit 
their monthly savings and | had 
none to deposit I saw them 
marry and | could not. I saw their 
names on doors and in the papers 
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Mine was neither on a door nor in 


any paper. 
scrub. 


I was just a common 
I saw red. I went to work 
hurling curses at those who had 
kept me down and | damned them 
going home. 

It so happened that a clerk in a 
neighboring bank, doing the same 
work as I, was getting twice as 
much. He got into difficulties and 
shot himself. I wanted his job. | 
wanted his title. I wanted his pay 
I was one of the applicants and was 
granted an interview. I stated my 
case without mincing words. [| was 
running the bank and the others 
were getting the pay. I was not 
appreciated. I hated the job. | 
hated everything connected with 
it. I let loose a lot of banking 
secrets. I made a soap-box-side- 
walk-anarchistic speech — topic, 
“Me and My Job.” 

I did not get the job. Now | 
know why. “If,” said they, “this 
fellow knocks one job, he will knock 
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another. If he curses one man who 
crosses him, he will curse another. 
If he is disloyal to one job, he can- 
not be loyal to another.” They 
were right; and I have never gone 
past that bank without regretting 
my anarchy, and I have since 
contemplated the error of my way 
and concluded that if you want a 
better job, don’t knock the one you 
have. Good jobs do not come that 
way. The next time I went after a 
job I got it. 
1 Become a New Yorker 

The two greatest influences that 
come into human life are the spoken 
word and the printed page. They 
are civilization’s great teachers and 
our lives are moulded by what we 
hear and what we read. The an- 
archist and the Bolshevist know this 
and spread their seeds of unrest and 
revolution through these mighty 
mediums. I bow to their good 
judgment, although condemning 
the cause they represent. 

Hanging in my little room, side 
by side, are the printed page of a 
magazine and a letter. The one 
represents all I ever hoped to be— 
the culmination of my life's ambi- 
tion and desires. It was my pass- 
port to the promised land, my 
credentials to a big job. It is 
merely a letter, one banker to 
another—but letters are often life 
and death documents. Through 
them we get what we want andoften 
lose what we have. They are men’s 
decisions about us that spell suc- 
cess or failure, hope or despair, joy 
or sorrow. 

The other represents to me the 
turning point of my life, the time 
when I got a great inspiration, a 
great determination. It merely 
describes how a new bank is 
organized, tells in detail the steps, 
and closes by referring to the fact 
that a young man cannot ask for a 
better chance than to get a position 
with a new bank, grow up with it 
and stamp it with the earmark of 
his ideas and ideals. Casually, the 
writer mentioned the fact that 
several such were in process of 
organizing, and recommended his 
readers to look into these new 


opportunities. I am quite certain 
that had I not read that page and 
that sentence, the whole course of 
my life would have been different. 
It may have been less tragic, less 
thrilling, and free from disaster; 
and yet it may have been but a 
commonplace existence, keeping 
books, and forever keeping books. 
And were I to choose between the 
easy way and the 
hard, the life of 
the plodder or 
the life of a 
climber, I would 
choose the latter 
even though 









I took a Jong walk 
under the starlight, 
down by the dark 
waters, and they 
looked good to me 


the climb had some bad spills. 

I had discovered to my sorrow 
that being an anarchist, even a 
mild one, does not get you any- 
where, and the policy of trying to 
get a better job by knocking the one 
you have, endangers not only the 
one you want but also the one you 
have. But I had firmly made up 
my mind to get out of that bank 
where the future seemed cramped, 
the opportunites few and the envi- 
ronment restricted to a clerkship 


all my life. I wanted not a dead 
man’s shoes, but a live man's 
opportunity. The hallucination 


that my chance would yet come did 
not desert me and I kept my lode- 
star ever before me. 

I had searched the advertising 
columns of the New York papers for 
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months without ever a clue. I had 
groped in the dark for the beginning 
of a trail to better things, but with- 
out success. But as | sat one after- 
noon in June, after the day's work 
was done, reading that magazine, 
something told me that here at last 
was a Starting point. 

Immediately I went to see the 
writer of that fateful article. He 
gave me welcome and encourage- 
ment. He gave me names and 
addresses, and | put in my applica- 
tions, arranged interviews, as men 
are wont to do when they seek new 
jobs, and went back to my ap- 
pointed tasks, apparently defeated. 

Imagine, if you please, my sur- 
prise months later, to be notified 
that | was cashier of the New 
National Bank in New York. When 
could | report for duty? And now 
that I had what I wanted, I was in 
doubt whether I wanted it or not. 
Home ties are strong. A sure job, 
even though it be a humble one, has 
its advantages, and a new job has 
its pitfalls. Should I take the risk, 
and could I make good? 

I am a disciple of the balance 
sheet. I prove my problem and 
test its pros and cons by the balance 
sheet method, whether it be the 
taking of a new job or the closing of 
a set of books. So I sat down and 
drew up a trial balance to see what 
I had to lose and what | had to 
gain. 

I had been in one job for nearly 
twenty years. I had not gone very 
far during that long period— 
nowhere, to be frank, but it was 
certain. I was receiving seventy- 
five dollars a month for doing the 
same thing every day and the same 
thing every hour of the day. It was 
monotony at three dollars per. My 
balance sheet looked like this: 


Loss: 

Home ties; 

Friends; 

Certainty ; 

Advancement through death 
(possibly) ; 

Easy (although grinding) work; 

Short hours; 

No responsibility, except cler- 
ical. 
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Gain: 

Opportunities of a big city; 

Responsibility, and with it, 

Opportunity ; 

More compensation : 

Better environment ; 

Official position; 

Freedom from unrest and dis- 
appointment ; 

Creative work; 

The big chance. 

The possibilities more than out- 
weighed the sacrifices, and so I cast 
my lot with the new bank. burned 
my bridges behind me and quit the 
old job. I launched out on the deep 
and it was either sink or swim. | 
had not a single friend on the board 
of directors. I had no friends in 
the big city. I had but little money. 
It was the supreme sacrifice. 

There are some sensations we 
never forget. I shall never 
forget the thoughts and 
feelings that came surg- 
ing as I stoodon the front 
deck of the ferryboat 
crossing the Hudson, 
while the big city of my 
new lifeloomed before me. It wasa 
cold, blustery February night. The 
streets were bustling with life. It 
was noisy. There was a fire and 
the fire horses were pawing the 
ground in their nervous tension. | 
was in the same condition. My 
heart sank as I contemplated life 
living in this hurly-burly, and | 
nearly lost my nerve. 

Three years afterward I stood 
on the same ferryboat in the same 
month with a paper in my hand. | 
looked at the same sky line, but 
with far different thoughts. I had 
gone to the top. 

| had been in the big city of 
opportunity but a few months 
before things began to break right. 
| joined the A.1.B. classes. I con- 
tinued to read. | took an active 
part in banking organizations. | 
attended conventions and met men. 
| found my pen could produce 
thoughts the financial magazines 
were glad to publish. The old time 
energy was now directed aright. My 
income increased fourfold in three 
years. I lived banking, thought 


banking. and took banking to bed 
with me. 

My magazine friend held an 
important post in a banking organi- 
zation. He died, and | went after 
his job and got it, for | had learned 
how. It was my letter of appoint- 
ment that | held in my hand that 
February night on the ferryboat, 
when life had nothing more to 


My otfice gate 
swings both 
vays and folks — 
come in without 
knocking and 


go out the same 










Way 


offer. And when | sat in the chair 
where he had sat when he wrote 
that magazine page, and saw my 
name on the office door where his 
had been, I knew | had “arrived.” 

In the eyes of many, my arrival 
would not be considered a great 
accomplishment; and, as measured 
in dollars and cents, it was not. 
Nevertheless, had the choice of all 
material things been offered me, | 
would have taken just what | had. 
My aim has never been to make 
money but to make a life; and here 
was one big opportunity to do a 
useful and lasting work; to meet 
men and rub elbows with banking 
brains; to travel. I may have given 
the job a halo not warranted by the 
facts, but when you put a halo 
around a job, it is worth the having, 
however humble the compensation 
may be. After all, the best thing 
about a job is the fun you get out 
of it, and the satisfaction of doing 
what you like to do; for you can do 
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easiest that which you like the best 
and do best that which you like the 
most. I was supremely happy. | 
was making good. 

My name stood for high ideals. | 
was pointed out as an example of 
what a stranger in a big city can 
accomplish alone. The young men 
followed me. They were spurred to 
higher accomplishments by me. | 
embodied success and | radiated 
ambition. 

And then came the tempter. 
A large bank needed an ex- 
ecutive. They heard of me— 
how, | do not know. They 
laid their bank at my feet and 
said “take it’. I drew up 
another balance sheet and ac- 
cepted. And here the ladder 
broke. 

By what process of reason- 
ing | persuaded myself to 
give up a job so much to my 
taste | do not know. Perhaps 
the prospects were too highly 
colored rose tint. Perhaps | 
mistook a hole in the ground for an 
oasis. Perhaps my friends were too 
zealous to do me a good turn and 
their advice was biased; but it was 
like breaking home ties to leave and 
I quit with many misgivings. When 
a dozen men tell you you ought to 
do a thing, you begin to believe 
them and to distrust your own 
judgment. But I| have found that 
in the pivotal points of life we must 
make decisions for ourselves—no 
one can make them for us 


I Become a Castaway 


The banking world does not often 
forgive a man for picking the wrong 
job. It wants its men to “‘stay put.” 
They must not move too often 
They may move up in their own 
banks as often as the opportunity 
affords, but once they begin to 
roam about they are relegated to 
the rear. “If,” say they, “you are 
so valuable, why doesn’t your own 
bank keep you?’ 

Few bank men change for the 
better and find it for the worse and 
live to tell the tale. A certain 
friend of mine was cashier of one 
bank and went to another at a 


(Continued on page 25 
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Banking That 





The savings bank of Public School 95, Graves End, Queensboro, has 500 accounts with $7,000 on deposit. 
by girls and supervised by a teacher 


Na New 

York pub- 
lic school 
largely at- 
tended by children of wage earners 
there is a youngster yet in the 
kindergarten grade who boasts of 
a $900 bank account. This sum 
represents nickels, dimes and quar- 
ters deposited daily in the school 
savings bank during a period of 
two years. 

This record one day attracted the 
attention of A. N. Clark, chief of 
the Division of School Savings of 
the Board of Education, of New 
York City. It was_ interesting 
enough to warrant a personal in- 
vestigation. Oddly enough, the 
young depositor proved to be the 
son of a wage earner. 

“My investigation proved that 
there was nothing strange about 
the sources of the youngster’s 
savings,’ the chief reported upon 
completion of his investigation. 
“When a school savings bank was 
organized in the neighborhood 
school the grown-up people were as 
much interested as the school 
children. It proved quite a sen- 
sation. 


The Growth of the School Savings Idea, in New York 
Especially,and Why the “‘Adult”’ Banks Fully Approve 


By J. K. NOVINS 


“In the case of the $900-young- 
ster, I found that the family had 
called a sort of conference and from 
then on father and mother, uncles 
and aunts, and numerous other 
relatives became very generous 
with their daily offerings to the 
school child. They gave him nickels 
and dimes and other denominations 
which he deposited daily in his 
school savings bank. Just imagine 
that youngster’s bank account by 
the time he gets out of high school.” 

The neighborhood banker had 
another story to tell. Here is 
what he said: 

“Ever since a school savings 
bank was started in this locality 
there has been a noticeable increase 
in deposits from localities where | 
least expected them. People ac- 
customed to hoard their money at 
home have begun to pioneer with 
bank accounts. It seemed strange 
to me until I found out the reason. 

“One day a woman, a foreigner, 
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Begins in School 


All depositors are girls. The bank is operated 


brought her 
child to the 
bank. The 
child had 
saved up five dollars in the school 
savings bank and she had been 
informed that the school savings 
authorities had deposited this 
amount in my bank for the child. 
Ever since then, the mother said, 
the child had been ‘bothering me 
to death to deposit papa’s money 
in the same bank."”’ 

This, according to Chief Clark, 
has been the experience of a number 
of New York bankers who have co- 
operated in making the _ school 
savings bank system a_ success. 
Some practical philosopher has said 
something to the effect that youth 
shall lead age to the altar of 
happiness. And here comes along 
the American Bankers Association 
which was directly responsible for 
the inauguration of the _ school 
savings idea and states that we are 
now facing the greatest revival in 
school savings ever witnessed. 

In New York City, where the 
system has probably reached the 
highest stage of development, school 
savings banks were responsible for 
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the sale of $6,000,000 in war stamps 
and Liberty bonds to the school 
children during the war. There are 
savings banks in more than 200 
New York schools, benefiting the 
greater proportion of the million 
school children. These banks have 
been fostered by the American 
Bankers Association and a number 
of individual bankers. 

It is the practice of the School 
Savings Department in New York 
to encourage deposits in regular 
savings banks as soon each 
school child saves $5 or any other 
amount necessary to start an 
account in a regular savings bank 
During the last year, according to 
Mr. Clark, some 2000 such accounts 
were started and a total of $25,000 
was transferred to these and other 
accounts already opened. Some 
175,000 deposit items were handled 
in the school savings banks, averag- 
ing 61 cents to each school-child 
depositor, and 6,000 new accounts 
were opened. During the twenty- 
five months of operation § since 
February, 1916, more than 33,000 
individual accounts were opened for 
children carrying today a deposit 
to their credit of over $310,000 
Approximately 80 per cent of this 
still remains on deposit 

“The adult deposit banks are 
unanimous in their belief in the 
usefulness of our school savings 
banks both to themselves and to 
the general advancement the 
thrift habit,” 


as 


of 


A banker on a sight-seeing tour in 
one of these school savings banks 
would meet with a happy and 
familiar sight. Youngsters barely 
able to toddle wait in line with 
pass books ready for the entry of 
another deposit. The background 
of the bank is an ordinary class 
room, with the teacher acting only 
in an advisory capacity. The cash- 
iers, the tellers, the clerks are 
school children, and yet they are 
adept in the banking procedure, 
which after all is an exact duplica- 
tion of the banking procedure em- 
ployed in the ordinary banking 
institution. 

It is the practice to permit every 
depositor in the school savings bank 
to act in some official bank capacity 
at one time or another. For this 
purpose the schools have included 
a course in banking procedure in 
their curriculums. The clerical 
positions have been arranged in a 
logical progression allowing of peri- 
odical promotion, leading finally 
to an official certificate of merit. 

The purpose of this, of course, is 
to imbed deeply the savings habit 
by having the children do their own 
financial transactions. In this way 
the children have grown quite en- 
thusiastic over the idea. Playing 
bank is like playing baseball or 
engaging in other gymnastic train- 
ing. In other words, thrift be- 
comes an inborn habit with them 

The school savings banks are 





Mr.Clarkstates 
“They are of | 
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opened for business on one or more 
days each week. The bank 


is 
established in a central location 
accessible to all sections of the 
school. The children are _ per- 


mitted to come at the appointed 
time and transact business person- 
ally over a regular banking counter. 
No elaborate equipment is neces- 
sary, aS any class room equipped 


with tables is sufficient for the 
installation of the bank. Perma- 


nent banking fixtures, in the opinion 
of Mr. Clark, are a matter of later 
development. 

Upon opening a new account the 
depositor’s signature and personal 
history is taken in duplicate, a regu- 
lar pass book or pass card is issued, 
and the initial deposit is made on a 
regular deposit slip. Because of 
the age of the depositors, written 
permission must at times be pre- 


sented for withdrawal of an ac- 
count. A personal check against 


the account, properly signed and 
indorsed, must also be presented. 
Of course the depositor must be 
properly identified by the pres- 
entation of the pass book and by 
accuracy of the signature. 

When the pupil's account reaches 
$5, or whatever sum necessary to 
open an interest-bearing account in 
a regular savings institution, he is 
encouraged to start saving for a 
second deposit on the _interest- 
bearing account. The school banks 
do not pay interest on = any 

accounts. 
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Ihe certificate of merit (left) is awarded to the student banker after he or she has worked his way 
through the positions named, 


The card at the right shows how the indivi 
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A New Fox at the Forgery Game 


A Clever and Daring Penman Presents One Too Many 
Bogus Checks in Denver— His Work and His Capture 


FTER an active career an 
A expert forger was captured 
in Denver recently, and publicity 
regarding his operations should 
prove of value to all. Certainly 
the story of his work and _ final 


nature have before, to put people 
on their guard and so help check 
the spread of forgery 

Denver has had other visits 
from professional penmen, of course, 
but this was the only case, so far as 
| know, where any considerable 
sum of money was involved. Some 
fifteen checks, calling for 
alittle less than $6000, were 
passed; and the case was 
of unusual style because the 
forger persisted in return- 
ing two or three times to 
the same bank, even re- 
turned to the city twice 
after his first departure—all 
within a period of about fifty days. 

Checks, drawn on Chicago, Min- 
neapolis and Omaha and bearing 
dates of November 6, 7, and 8, 
began coming back from their 
respective cities shortly after their 
negotiation, bearing the stock nota- 
tion, “No Account.” Presumably 
they bore the endorsement of a 
customer of the bank cashing them. 
When notified that his check had 
been dishonored, the customer 
would look amazed at the endorse- 
ment and finally deny any knowl- 
edge of the check or the 
endorsement. Careful examina- 
tion and comparison of some 
questioned endorsements proved 
that they were extremely fine 
forgery specimens of the free hand 
variety. 

After several checks of this 
nature had been returned to the 
banks, the matter was placed in the 
hands of detective agencies em- 
ploved by the American Bankers 


By GEORGE H. KING 


Examiner of Questioned Handwriting, Typewriting, 
Ink and Paper, Denver National Bank 





















Association. Instructions were 
issued to ‘get him.” 

A few days later, one bank had 
occasion to notify a depositor that 
his account was overdrawn. His 
statement was rendered and his 
checks were examined only to find 
one check, for a considerable sum 
and an even amount, of which he 
had no knowledge or record. The 
signature, upon close examination, 
was found to be a clever forgery. 
The check had been made payable 
to “cash” and bore the forged 
endorsement of the supposed maker. 

In another bank, on the same 
day, the same scene was enacted 
with practically the identical set- 
ting. Then another bank joined 
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in the affair and matters became 
interesting. All kinds of theories 
were advanced and all clues fol- 
lowed to the end, but without 
result. It was finally decided that 
a gang of expert forgers had paid 
the city a visit and then departed, 
as reports of similar occurrences in 
other cities were in the harids 
of detective agencies. Apparently 
they had been operating in the 
same way, but no clue was 
offered on which to work. Up 
to this time no one could furnish 
a definite description of the in- 
dividual who was presenting the 
fake checks and getting his money 
with little or no effort. 

We took it for granted that 
the gang had gone to pastures 
new and the matter was quieting 
down, when another check, bear- 
ing the date of November 24, 
was cashed in the same manner. 
When accounts were balanced 
and checks returned on December 
1, other checks of the same charac- 
ter came to light, as was expected 

Who was this forger?) And how 
was he getting his standard sig- 
natures on which to work? How 
he was getting the information 
regarding the balances of different 
accounts was a mystery in banking 
circles. 

It was even suspected that some 
one on the inside was working with 
some one on the outside. With the 
hope of getting some information 
about the guilty party, one bank 
had every man interviewed whose 
signature had been forged. None 
could throw any light on the subject 

Nearly a month went by and 
then, on December 26, another 
check (this one for $500) was 
cashed during rush hours. It bore 
a signature so cleverly forged that 
the depositor whose name _ was 
fabricated could not tell it from his 
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own when the rest of the document 
was covered. This was also the 
case with other checks when shown 
to the supposed signer under similar 
conditions. 

However, the cashing of this 
check proved that the author was 
still in the city. Only three banks 
remained free from his attack. He 
had had his own way up to this 
time; had not even been challenged 
yet, and it was reasoned that he 
would soon pay them a visit. 

All checks drawn on local banks 
had been drawn payable to’ ‘Cash, ” 
and for amounts ranging from $100 
to $500. In comparing the checks 
available, it was noticed that the 
chirography in the body of each 
was in the forgers own _ hand- 
writing. Apparently, he did not 
have standard writings from which 
to make his copy in such work. 
It was further noticed that the 
letter “h” in his word “cash” was 
invariably made with the top 
closed short and the bottom open 
wide. The same _ characteristic 
letter also appeared where the word 
“hundred” was used. 

Another personal habit of the 
forger was this: He regularly in- 
serted two short dashes under the 
ciphers for cents in the figure 
portion of the check. It was pre- 
sumed that he would continue this 
apparently unconscious habit, and 
that the next fake check presented 
would contain the peculiarities of 
his work. Tellers of the three 
unmolested banks were instructed 
to be on the lookout for checks so 
drawn; also to disregard the sig- 
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Peculiarity No. 1—Moore had the habit of putting two dashes under his extra ciphers 


nature on any such check, as that 
was sure to be executed skillfully 
enough to pass anything but a very 
careful examination. 

True to his habit, the forger 
presented a check to the teller at 
the International Trust Company 


just before closing time on New 


Years Eve. He still regarded the 
rush hour as the best time to ‘get 
by. The teller, Mr. Kretschmer, 
recognized the handwriting pe- 
culiarities at once. His keen 
powers of observation had detected 
the looked-for writing, and now his 
quick wit blocked any further 
operations of the much-sought 
forger. 

Observing that Kretschmer was 
closely scrutinizing the check as if 
he suspected its authenticity, the 
visitor became a trifle nervous. 
He searched his mind for some 
stratagem that would draw the 
teller away from the window and 
afford an opportunity for unob- 
served flight. 

“Here's a way to satisfy your- 
self that the check is O. K.,” he 
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Peculiarity No. 2—He invariably made his **h” in * 


‘cash” 


open. Note also that he was very fond of even numbers 
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with the top closed up and the bottom wide 


finally suggested. “Phone the 
man who drew it or send a 
messenger. I'm sure hes in his 
office and will be glad to identify 
me.” 

Told that this would not be 
necessary, he bolted for the door, 
leaving the check behind him 
Out in the street he ran for his 
life. But the alarm had _ been 
given, and the bank officer and 
several employees caught him with- 
in a block. 

He made a_ sullen prisoner. 
Questioning brought only a partial 
denial that he was the culprit 
wanted. Then the police took 
him over for safe-keeping and 
further investigation. As_ stated 
before, he had passed some fifteen 
checks in Denver, amounting to 
something less than $6000. His 
local checks were invariably drawn 
to “cash” to lessen the chances of 
a demand for identification. The 
accompanying _ illustrations will 
show characteristic samples of his 
work. Your attention is called to 
the tell-tale peculiarities that be- 
trayed him. 

Right here let me insert a word 
or two about the habit of drawing 
checks payable to “cash” or “‘bear- 
er. When they are to be cashed 
by any other person than the 
originator, this practice is bad. 

As the law is understood, it is not 
the bank's right to demand or 
enforce identification on “‘cash”™ or 
“bearer checks. But, as a teller 
of many years’ experience, the 
writer has found it best to require 
identification on such items. | 
have made this a rule and a habit 


(Continued on page 32) 
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Around The Weekly Round Table 


Co-operation that Makes it Possible for Any Man to 
Handle Every Man’s Job in an Oconomowoc Bank 


VEN our stenographer can 
handle any job in this bank.” 

If you listened closely enough 
vou could distinguish a tone 
of satisfaction in the voice 
of B. G. Edgerton, presi- 
dent of the Bank of Ocono- 
mowoc, of Oconomowoc, 
\Visconsin, as he completed 
a description of the work- 
ings of weekly conferences 
of employees in his bank. 

Edgerton has original 
ideas about the banking 
business. The weekly con- 
ferences are merely one of 
them. He believes in run- 
ning a bank as a mer- 
chant would a commercial 
enterprise. He will tell you that 
the head of a department store 
knows the exact status of each of 
his departments. Then he will ask 
you why the head of any bank 
shouldn't know just what is going 
on in the various departments that 
he is head of. 

It was the passing of this thought 
through the brain of this progres- 
sive Wisconsin banker that caused 
him to establish his weekly confer- 
ences. He wanted to know each 
week how much money each of the 
bank's departments was making or 
losing—and why. Then, too, he 
saw in such a move possibilities of 
creating the “big family spirit” 
that he had always longed to estab- 
lish in the bank; he saw a chance to 
reduce the manpower turnover, to 
take his employees into his con- 
fidence and tell them exactly what 
his expenses and profits are, and, 
above all, he saw that by operating 
such a plan successfully he could 
soon have all of his employees 
thoroughly versed in the duties of 
the others in the bank—able to do 
any job in the bank and do it right. 

About a year ago the conferences 







were started. At the close of busi- 
ness each Monday afternoon all 
employees gather in the president's 
office, with Mr. Edgerton presiding. 
First the cashier reports the vol- 
ume of loans and discounts made 
and paid off during the week and 
compares the figures with those of 
the previous week. If the meeting 
happens to fall on the first Monday 
of a month, a monthly report is 
also given and the figures are com- 
pared with the previous month and 
the corresponding month of the 
year before. 

Then one of the tellers who has 
charge of all checking business in 
the bank reports the number of new 
accounts opened and those that 
have been closed during the week. 
He compares his figures much the 
same as the cashier does. Each 
account closed calls for an explana- 
tion. Then all in the conference 
offer suggestions on the best way 
to get the account back, provided, 
of course, it is possible to get it 
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back. Another teller gives figures 
on the progress of the savings de- 
partment; a girl clerk reports on 
the volume of drafts, money 
orders and certificates of 
deposit she has handled 
during the week, and never 
tires of telling what benefit 
she believes accrues to the 
bank from the policy of 
writing all drafts and 
money orders free of 
charge. Still another girl 
reports on the patronage 
the safety deposit vault has 
enjoyed during the week, 
and so on down the line 
until all departments have 
been heard from. A pep 
talk by the president always fol- 
lows, and all who have attended 
the conference go home with a 
broader conception of what the 
banking business really amounts 
to and with a resolution wedged 
firmly in their minds to do their 
part at all times to increase the 
bank's volume of business in all 
departments. 

The “big family spirit’ has not 
only been created and kept very 
much in existence by these confer- 
ences, but it has expanded to unex- 
pected breadth. For instance, 
when a national holiday happened 
to land at the end of a week re- 
cently, Mr. Edgerton loaded his 
entire force into two big touring 
cars, took along three camping 
outfits, and the entire party went 
as far as possible, and returned 
promptly and in the highest of 
spirits for work the following Mon- 
day morning. The bank paid all 
bills. At Christmas time each 
employee writes to Santa Claus 
telling what he or she desires most. 
On Christmas Eve some of the good 
friends of the bank, attired as Old 
Santa, distribute gifts to each 
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employee, the gifts being taken off 
a huge Christmas tree set up in 
the bank. Afterward a ‘big family” 
dinner is always served at a hotel 
across the street. 

Other benefits that have sprung 
from the weekly conferences dur- 
ing the brief year they have been 
in existence are almost too numer- 
ous to recall. When any employee 
of the bank finds himself or her- 
self with a few spare moments, he 
or she can always be found helping 
out in another department—learn- 
ing the banking business from every 





Epigrams 


1.—Advertising Defined 

ITH some people —’adver- 

tising specialists’ in particu- 
lar—printed publicity is the alpha 
and omega of deposit building. 


Get the thought out of your mind. 
Advertising—as it is generally un- 
derstood—is only 10 per cent of 
the game, more or less. 


Don't let that statement carry 
you too far, for “‘printed publicity,” 
intelligently handled, is a most im- 
portant factor in building confidence 
and deposits for any institution. 

Some bankers say, “We don't 
advertise. Dont you forget it, 
everything in the place from the 
clean or scratchy pens on the cus- 
tomers desks to the smile or scow] 
on the cashier's face is the most 
active advertising for or against the 
bank that could be published. 

Advertising is based on the 
science or psychology which deals 
with every factor influencing the 
human mind 

Anything in your bank or con- 
cerning your institution that gets 
people to thinking or talking favor- 
ably or unfavorably about vou is 
advertising 

Advertising is divided into good 
advertising and bad advertising. 
Court the one and shun the other. 

Whenever a bank erects a new 
banking home it invariably meets 


angle. Many a savings or checking 
account that has been closed 
through some reason that could be 
remedied later has been reclaimed 
and reopened. The manpower turn- 
over has been reduced to such a low 
ebb that it practically does not 
exist any more. 

Service and general knowledge 
of the business in all departments 
have played a very pronounced 
part in running the yearly volume 
of business of this bank with de- 
posits of more than $600,000 to 
well over $2,000,000 in a small 





town. It has prompted three em- 
ployees to return to schools and 
universities to seek greater educa- 
tion, with the understanding that 
when they return their places on 
the bank's roster will be waiting 
for them. 

In short, these weekly confer- 
ences have caused a tremendous 
growth in this bank's business and 
have proved that each banker 
should, to use Mr. Edgerton’s 
words, “know all the ins and outs 
of your business just the same as 
any other business man does.” 


on Deposit Building 


By RAY E. BAUDER 
Manager, Department of New Business, The 
National City Bank of Chicago 
with a decided increase in deposits. 
People like to do business with a 
bank that is modern and up-to-date 
in its facilities. That is good ad- 

vertising. 

How often your attention has 
been called to a bank that is stand- 
ing still or is losing deposits. The 
building looks dingy, the windows 
unwashed, the signs half obliterated; 
the inside smells musty, and one 
feels as if he werein a tomb. The 
atmosphere is depressing, and 
people don't like to do business 
with that kind of institution. That 
is poor advertising. 

Again, we see a bank located in 
an obviously old building that 
possesses a “Snappy appearance 
not possessed by many newer struc- 
tures. The building itself is freshly 
painted, the signs are bright and 
complete, the windows are clean, 
the interior is invitingly and neatly 
arranged. The place “looks” pro- 
gressive and it is progressing. That 
is good advertising that “costs” 
nothing. 

Advertising ‘costs’ only in pro- 
portion to the amount of business 
it produces—or loses. 





Good advertising “costs” noth- 
ing, because it more than earns its 
Way. 
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Poor advertising “‘costs’’ far more 
than the figures shown on the ledger 
sheet, and it is an actual money loss. 


A smile and a pleasant word of 
greeting for every customer on the 
street and in the bank is advertis- 
ing that ‘costs nothing and pays 
the biggest dividends. 

The scowl and the surly indiffer- 
ence displayed by many _ bank 
employees, and officers as well, 
toward innocent depositors causes 
an actual loss to such banks every 
year of millions of dollars in de- 
posits. That is advertising that 
“costs money. 


For every dollar that is lost in 
deposits it takes two to show a gain 

Every act of every employee of 
the bank, from president to janitor, 
is an advertisement for or against 
that institution. And every such 
act has the potentiality of paying 
the bank dividends or causing an 
actual loss in prestige, deposits and 
profits. A good motto for every 
bankman would be, “Watch your 
step—be courteous—be helpful— 
keep smiling. You are advertising 
your bank. ” 

Prompt, willing and efficient serv- 
ice always was and always will be 
the best advertisement for any bank. 
But, note those first five words 
again. 

How would you analyze your 
advertising? 


























Modern Bank Booths at the Fair 


A Form of Advertising Which Ought to be Done 
Right or not at all— Other Advertising Ideas es_> 


OONER or 

later in most 
good-sized towns 
and cities there 
is held an indus- 
trial fair, a carni- 
val or something 
of the sort at 
which local 
banks are asked 
toexhibit. There 
is considerable 
advertising ad- 
vantage from 
participation in 
such an affair if 
the attendance is large and if the 
bank's exhibit is well planned and 
carried out. 

Herewith | am reproducing a 
photograph of the booth of the 
Utica Trust and Deposit Company 
at the Merchants Exposition and 
Military Carnival held in the New 
York State Armory at Utica, N. Y., 
during the week of January 19 last. 
C. W. Hitchcock, assistant to the 
president, said: ““We advertised our 
service very thoroughly and handed 
out about 10,000 pieces of literature 
as well as an advertising novelty in 
the shape of a bullet pencil. The 
attendance during the week was 
about 20,000, which was very good 





At the Merchants Exposition and Military Carnival, Utica, N. Y. 


By T. D. MACGREGOR 


Vice-president, Edwin Bird Wilson, Incorporated 
New York City 


for a city of the size of Utica.” 
Concerning the bullet pencils the 
“Utica Daily Press” said: 
‘Souvenirs were given away by 
some of the exhibitors. One of the 
most practical and most in demand 
by a score of small boys, who begged 
persistently for the ‘Bullet, was the 
pocket pencil distributed by the 
Utica Trust and Deposit Company. 
When closed it is the shape of a 
bullet, but when opened a very 
serviceable pencil, and one very 


—, 


easily carried 
indeed. Step 
right up, people, 
and receive your 
pocket pencil 
from Herbert 
Hemmens.”’ 

The Savings 
Bank of Utica— 
“the Bank 
with the Gold 
Dome’’—had a 
booth topped by 
a miniature 
replica of the 
burnished sum- 
mit of its building. The latter bank 
gave away picture post cards of 
the institution, also, on which your 
finger print was reproduced, after 
‘‘Pudd'nhead Wilson's” idea. 

At the “Industrial Brooklyn” 
exhibit in the 23rd Regiment 
Armory, Brooklyn, recently, the 
First National Bank of Brooklyn is 
one of several banks which had 
booths. One ofthe features of this 
exhibit was a demonstration of 
machine bookkeeping in actual bank 
work. Many booklets also were 
given out. The Franklin Trust 
Company gave away bronze busts 
of Benjamin Franklin as souvenirs. 
About 100,000 visitors wereexpected. 














Buried in Bed 


Sr NORMANDY, a Judge de Paix, M. Halloin, was 
such a great lover of ease and so fond of sticking 
to his bed, that when he died, he provided in his 
will that he be comfortably tucked in his bed, and bed 
and body be buried together, which was actually done 





Eccentricity is not always insanity—by any manner cf 
, Odd wishes, providing they do not conflict wit» 
the law, can be properly set forth in a will, and when the 
execution is entrusted to this Trust Company the will is 
followed out 
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A Strange Bequest 


R. ELLERBY, in his will, bequeathed his lungs 

to one friend and his brains to another, with a 

threat that he would haunt them if they refused 
to accept the legacy. 

In these times we are apt to remember our friends with 
more acceptable legacies and no threats are required to 
induce them to accept our gifts. Name this Trust Com- 
pany as Executor to see that your friends receive the 
legacies you bequeath to them. 
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Fig. 1. Making the subject of wills interesting 
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HERE seems to 





be more advertis- 
ing of will making 
than ever before. 
Perhaps © make-a- 
will day” has had 
something to do with 
it. A good series on 
wills is that of the 
Security Trust Com- 
pany, Detroit, on 
“Quaint Wills” (Fig. 
1). The series also 
included an ad repro- 
ducing a newspaper 
clipping regarding the 
Firestone Company's 
efforts to get its em- 
ployees to make their 
wills. 
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THE BRIDGE THAT SPANS 
MIGHTY GAPS OF COMMERCE 





OUR POLICY—TO HELP 


THIS BANK is governed by 
be as useful to the 
mt as poamble 


ne policy 
ommunity and every person 


UR POLICY 1 to encourage every mem 
ber of this community to take on increased 
a to cooperate in every practical 

oject to make this a better community in 
whe h to hve—to cause every individual enter 
ng our doors to feel a cordial atmosphere— 
> encourage every ambitious person of integ 
nity to further Sent advancement 
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BANKING 
of the landing of 

the Pilgrim Fathers 

this year is giving 

New England finan- 

cial institutions a great opportu- 

nity to use special historical 


advertising in honor of New Eng- 
land's 300th birthday. A typical 
advertisement of the National 
Shawmut Bank, of Boston, is repro- 
duced (Fig. 2). Theold style type 
in the National Shawmut ad is 
especially appropriate. 








The Landing of the Pilgrims 


@Almoft three centuries have 
Pilgrim Fathers came to 
that band of fearless independents, America 
owes much of her prefent greatnes. qNew 
England, where they lived and thrived, carly 
affumed an important part in the nation’s prog. 


ffed fince the 
shores. «To 


tem. @With its wide variety of important 
Ay induftries, it has contributed much toward 
development 


to affist for 84 years. 

proud to help com- 
memorate the approaching _ anni- 
vesfary of the Pilgrims’ Landin 


THE NATIONAL SHAWMUT BANK of Boston 
Reysserce: (rer $225,000,000 














Fig. 2. New England's 300th birthday 
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AM always 
specimens of 


glad to reproduce 
new series of bank 
advertisements when they show 
signs of being well worked out. 
That is the case with the group 
(Fig. 3) containing advertisements 
of the Philadelphia National Bank, 
the Equitable Trust Company, New 
York, the First National Bank, 
Toledo, O., and the Sioux Falls 
National Bank, Sioux Falls, S. D. 


HE advertising manager of a 
large trust company writes: 
“Upon looking over the rate 
cards of various newspapers it 
seems to me that financial in- 
stitutions are discriminated against 
by a number of daily publications 
as to rates for advertising space. | 
have been unable to satisfy myself 
of the justice in the rates charged 
for space used by banks and trust 
companies. Some newspapers do 
not allow banks space contracts, 
and as a time contract is of little 
value for financial advertising, it 
seems that we should be given the 
same privilege as other display 
advertisers. In addition to the 
fact that we are unable to obtain 
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Specimens of several new series recently started 


in a majority of cases, space 
contracts, the rates charged are 
much higher than those for other 
display advertising. A_ financial 
advertiser as a rule asks from the 
newspaper very little service and is 
A-| credit, which is sometimes 
more than can be said of other 
display advertisers. While | 
understand the newspapers claim 
the financial page is printed solely 
for our benefit, still | can see very 
little force in this argument, as the 
public generally is becoming more 
interested in quotations and finan- 
cial articles, and a number of the 
banks are placing advertisements in 
other parts of the paper.” 

It does seem as if the custom of 
newspapers in charging financial 
advertisers a higher rate and oblig- 
ing them to make their contracts 
on the “time” instead of ‘space’ 
basis, borders somewhat on 
discrimination in favor of com- 
mercial advertisers. This subject 
has often been brought to the 
attention of the publishers, but 
seemingly they have not seen fit 
to change the method. Naturally 
they advance reasons in 
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they have to be especially trained. 


Fig. 4. A lesson from nature 


justification, 
some of which 
must be admit- 
ted sound plaus- 
ible. They claim 
that the finan- 
cial and com- 
mercial section 
is the most 
expensive part 
of the paper and 
the news is 
gathered mostly 
by special 
writers who in- 
terpret market 
conditions. 
These writers 
are very highly 
paid because 

Many papers 


carefully censor their financial advertising and leave 
out every day a great amount of undesirable adver- 
tising, all of which tends to promote greater confidence 
in the reader, which naturally makes the paper more 
valuable to financial advertisers. 


Time contracts are intended to promote continuity 


of advertisements. 


Many financial advertisers have 


no definite policy in this respect and advertise in a 





hit-or-miss man- 
ner, or as the 
Spirit moves 
them. The pub- 
lishers claim 
that the expense 
of producing 
their financial 
pages goes on 
day after day 
throughout the 
year and, in or- 
der that the 
advertisers may 
help carry the 
load, theyseek to 
encourage a 
more regular 
schedule of in- 
sertions by 
means of the 
“time” scale of 
rates. 
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“It te net how much you carn, but, how mach you save" 


De you under- 
stand the true 


ings”? Credit 
can go much farther than enabling you to open a charge account in 
‘eome store. Real credit means your standing in your community. 


Can you go to your banker and get from him the credit you 
want for some w poor Tye chances are you con if you can 
Meg Fetes TOO! it you have been to save money regu- 
toy. aed he proof to him of your real worth and staunch 
hoy * This ability to save is part of the security you must always 
ee in your possession in order to enjoy credit. 


Your ae will build the foundation of your future home 
and your gore perstructure. Credit cannot | build it alone. Sav- 
ings could, but it would be along procese. Combi two, but re- 
member “savings” ¢ foundation upon which to build, not only your 
future home, but peur vant of life 


Citizens State Savings Bank Pioneer Trust Company 
oo SW. Cor. 10th and Baltimore Ave. 
bg tp Produce Exchgnge Bank 
Kansas City Terminal Trust Missouri Ave. and Walect St 
Security National Bank 
Liberty Trust Company MN. W. Cor. 10th and Baltimore Ave. 
oo wales 
M ile Trust C , Sate Rosie hanes Chy 
sop he py 
Missouri Savings Association Traders National Bank 
Book on 11th and Grand Ave. 
Compan; City Bank of Kansas Cit: 
Peoples aes - 1801 Grand Ave. ‘as 





Open a Savings Account tomorrow 
One Dollar will do it 





Fig. 5. Co-operation 





b pncry is an unusually interesting and effective sav- 
ings advertisement of the Continental and 
Commercial Banks, Chicago (Fig. 4.) 
NOTHER apparently successful move toward co- 
operative bank advertising has been made by 
banks in Kansas City, Mo., and Kan., judging from the 
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THE BIRMINGHAM 
TRUST AND SAVINGS 
CO., Birmingham Ala 
bama, are using Manco 
tine on their Ladies’ De 
| posit Books. This is in 
| deed a recommendation, 
| spe 


| ‘appreciative of neatness 
and beauty. 





the ‘‘female of thx 
cies"? is notably morc 


The appearance of a Deposit Book 


enfluences the new depositor 








Due to the high cost of leather 


RE the Deposit Books you are handing to your patrons sug- 
gestive of the character of your Bank? 

with your checks, are a constant reminder of your bank and 
should be planned accordingly. 


These books, together 


Deposit Books made by William Mann Company are of the finest 
quality and reflect strength, dignity and refinement. 


, we recommend that you have 


your Deposit Books bound ir Mancotine—an imitation leather 
which does not in any way detract from the appearance or quality. 


Samples and prices gladly submitted. 


Blank Books—Bound and Loose |.eaf—lLithographing, Printing, Engraving 


Office Stationery 


WILLIAM 


and Supplies 


MANN COMPANY 


PHILADELPHIA 
FOUNDED IN 1848 




















New York Offices: 


261 ‘Broadway 
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Your Bank Needs 















The One-Operation Note 


Register— 


Do you wish to save four 
fifths of the time used in 
Registering Notes and Loans 
in the Old Style way? 


Do youwish to Increase your 
Efficiency to the point of 
eliminating the 95° of all 
errors which accountants 
agree are due to copying? 
If you do—you should investigate 
the One-Operation Note Register. 


It will do all of this, and more, for 
your institution! 


Send today for our Booklet- 
It’s FREE 


The Union 
Savings 
| Systems Co. 


**Good Things for Banks’’ 
LANCASTER, PA. 


Canadian Distributors: Business 
Systems, Limited, Toronto, Canada 
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The Liberty Bell 
Home Savings Bank 


will produce the MOST 


iTts 


PRACTICALLY 


A REPLICA 


OF TH 


E 


LIBERTY 





BELI 


NEW ACCOUNTS and SUBSE- 
QUENT DEPOSITS ata slows r cost than any other method. 
It will pay you to investigate. 










IT POSSESSES 

A HISTORIC 
PATRIOTIC, 
ORNAMENTAL AND 
SENTIMENTAL 
VALUE 


ACTUAL SIZE 3/4X4 INCHES 
STRONG CONSTRUCTION 


the United States. 


Successful Liberty Home Savings Campaigns are now being 
carried on in hundreds of different cities and towns throughout 
In forty-five different states prominent 
bankers report that the success of same is TREMENDOUS 


Ask for particulars and sample on memorandum 


| The Bankers Savings & Credit System Co. 


Producers of Guaranteed Savings Accounts, Bank 
Advertising Service, Home Safes, Document Boxes, etc. 


Madison Ave. and West 103rd St. 


CLEVELAND, OHIO 











ADVERTISING 


SECTION 


tb 
i) 





4-columnx12-in. 
advertisement 
reproduced 
herewith (Fig. 
5). Itis a good 


Food Drafts 


Persone in thie cogntry desiring as Delp individual friends in POLAND, 
Lov 


‘TION, 
of food equivalent is value to the amount of money paid bere will be de 
Gesignated individual at the nearest central warehouse (Ove of 


iene Naan e ee 


; Pusi Ia 
C h 1 n g ” u S 1 ptan bes been approved by the United States Depart- 
. - ment of State, the Oulted State: Treasury, the Federal Reserve Board and 
it along. S| by each of the Duropesn countries concers 
5 
HE main 8 
a \s 
t I O u b | € 1 n & 'e cel] FOOD DRAP'S in Ten Dol'ar ond Fifty Dollar denominations. 
getting testa- | seeweemarennemocm 
mentary trust | se" “seat aie fhe tee of —_ 
. ~ : is © present equ for LLARS are: 
business is to = 
° > 
bring persons to & 
the point of : 
making their §& 
. ~ 53 
will. That was : 
theconclusionof f SSE rach: 
Miss Alice Hous- 


Yo 


Mellon National Bank 


Foreign Department 
Smithfield St., Fifth and Oliver Aves 


cYiy 


ton after in- 
vestigating the 
advertising 
problems of 
Various trust 
companies. This led her to get upthe blank known as 
“The First Step in Making Your Will,’ since used with 
success by the Bankers Trust Company, New York, 
and a number of other fiduciary institutions. It con- 
tains a questionnaire, the answers to which provide the 
information a lawyer requires in order to draw up a 
will in due legal form and in strict conformity with the 
wishes of the testator. The idea has proved very result- 
ful because it gives something definite to advertise and 
has great psychological value in making it easy for 
will procrastinators to take” the first step.” 
OT a few banks have been advertising “Food 
Drafts” along such lines as the advertisement of 
the Mellon National Bank, Pittsburgh (Fig. 6). 


BOUT the last word in bank advertising comes 
from a town in North Carolina where, along the 
whole length of the railroad station platform at about 
six-foot intervals, are assiduously used cuspidors each 
carrying the name of one of the local banks. 


NVESTMENT STEPS" is an interesting booklet 
issued by the Real Estate Loan Department of the 
Mercantile Trust Company, St. Louis, Mo. 
The 
Inquiry from Borrower 


Application for Loan 
Discussion by Committee 


aannna’ 














Fig. 6. Something new 


indicated are as follows: 

Deed of Trust Recorded 
Abstract Re-examined 
Insurance Policies Deposited 


“steps — 


Property Examined 
Report of Building Expert 
Approval by Board of 
Directors 
Examination of Abstract 
Approval by Legal Dept. 
Mortgage Papers Prepared 
Mortgage Papers Signed 
Documents Checked 


Surety Bond 

Notes Certified 

Loan Closed 

Loan Money Paid 

Notes Offered to Investors 

Taxes Examined 

Insurance Watched 

Principal and Interest 
Collected 











Banking Sense vs. Radicalism 


(Continued from page 7) 
opportunity to overturn the whole world’s established 
order. 

It is the effect, therefore, first of permitting a great 
army of men and women in America to gain one-sided 
economic views, and, second, of permitting a widespread 
misinterpretation of those views to go unchallenged, 
that bankers, manufacturers and the nation’s business 
men are being called upon today to combat. 

‘In our city we have in the stock yards a hotbed of 
agitation all the time,’ said a Chicago banker a short 
time ago. “Statements are made there day after day 
by labor agitators—I don't say they are labor union 
men, most of them are foreigners—but they say things 
of the packers and other ‘big’ people which are so bad 
that decent society, if it believed one-hundredth part 
of them, would itself throw them out. But every 
charge stands; there is no refuting of them, because 
nobody of the packers class wants to go down and 
talk with the workmen.” 

It is the banks that are being called upon in the 
emergency, largely because it is the bankers who 
occupy such a position of trust in the eyes of the rank 
and file of the people that what they say will be be- 
lieved without question. As custodian of the wealth 
that has been worked for and saved, the individual 
banker’s word is depended upon and trusted among 
all those who know him. 

But how about those who do not know him? What 
of the people who are not so fortunate as to have a 
bowing acquaintance with a banker or a bank account? 

Someone has said that the bank client is the salt 
of the earth. The bank client does not foment 
strikes, throw bombs, commit crimes or wind up in 
the poorhouse. Very well, the banks must, then, to 
be effective in overcoming these things, reach down 
below their clients. A quotation from a recent dis- 
cussion will show what is meant: 

“It is in the strata below the minimum bank patron- 
age that anarchy, violence and disorder prevail. Down 
into these strata the bank has not yet reached. With 
its old-time exclusiveness, the bank can do little. It 
must readjust itself so as to comprehend the entire 
range of social conditions. In sympathy with these 
conditions, it must put forth the efforts that will get 
the best responses.” 

The obligation, therefore, is placed upon the banks, 
today more than at any time before, to reach down 
and talk to others than their clients in defense of the 
business standards upon which they themselves have 
been built. Banks and trust companies in New York 
and other large cities have shown the way for institu- 
tions elsewhere to follow. With the confidence of a 
large part of the American people already imposed in 
them, it should not be an appalling task for the intelli- 
gent, patriotic banking leaders to meet the situation 
that now confronts them — that of supplying a 
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PECIALIZED EQUIPMENT is 

a necessity in modern business and its 
need is nowhere more apparent than in 
the bookkeeping and accounting field. 
Machine bookkeeping calls for a very 
special kind of ledger paper; the 
ordinary paper is quite inadequate. 
TypocounT Linen Ledger Paper is 


made for the one specific purpose of 
machine pict 


Or 
XYEOCOUN 


WADGQAR 


TypocounT Linen Ledger Paper has such a 
strength of fiber that it enables the operator to 
swiftly grasp the sheet as it stands in the binder, 
insert it in the machine, and remove it with the 
greatest possible speed. It will withstand un- 
limited wear and tear, and erasures can be 
repeatedly made without impairing the surface. 
Specify TypocounT Ledger Paper when 
ordering replacement sheets for your machine 


bookkeeping system. Any stationer or printer 
can get it for you. 


Send for TYPOCOUNT sample book 


In the First Place—Weston’s Papers 
DALTON, MASSACHUSETTS 
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LINEN LEDGER. 


EETS STAND 1 ee 
THE LEDGER BINDER 








ADVERTISING 


SECTION 








The 
{ awe 
Clearing House 
WF 











James Howe & Co., 
546 Broadway, 
New York City. 
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A Flexible Addressing Machine Stencil 


that can be cut in your own office on any 





e * 
typewriter. (No extra attachments required) 
Samco Stencils consist of two parts — the card index holder, and the 
flexible stencil. When you desire a new name added to your mailing 
list, just cut the stencil on your typewriter, insert it in holder, index the 


holder, and the stencil is ready for use or file. A simple operation. 
Samco two-piece stencils are inexpensive in first cost and inexpensive in 
maintenance — a most practical stencil. 


— The Standard Addressing Machine 
plus a Post Card Printing Attachment 


prints in sight, duplicates, skips, and repeats without the aid of extra 


attachments. Addresses your mail, or prints addresses on bank state- 
ments in any desired position at the rate of 800 to 1200 per hour. 

500 to 700 Post Cards, bulletins, announcements or small business forms 
can be printed each hour from flexible stencils, by attaching an inexpen- 


sive Post Card Printer. Every bank needs a Standard. 


Let us send you sample of the Samco Stencil and literature describing the 
Standard Addressing Machine. 


The Smart Addressing Machine Corp. 
Dept 40. 743-46 Main Street, BUFFALO, N. Y. 











constructive leadership to all the people along the 
lines of right thinking. 

Confidence is a matter of understanding. It is 
easy to tear down, hard to build up. Confidence in 
our existing economic system, as well as in our present 
social and political system, is to be built up and it is 
now an imperative duty, imposed by compelling condi- 
tions, to preach the hard, cold virtue of fundamental 
honesty, the doctrine of business decency, and the 
primary, indispensable need of mutual trust on the 
part of mankind. The greatest duty of the American 
banker today is to keep the contamination of the cor- 
rupt theories that have eaten into the brains of a 
small percentage of our people from the other large 
percentage. 

There never was a time in the history of America 
when so much thought was given by prominent men to 
the relations of capital and labor, and to schemes 
that will be conducive to benefit the honest laborer. 
Men of birth, prominence and means are studying this 
problem intently and at no time in the history of the 
country were there such great opportunities for honest 
labor. Honest labor is entitled to know this, and 
to have its significance impressed upon it. At the 
same time it is entitled to have this impressed upon 
it—its honest duty toward society. There is so much 
for the world to do during the coming months, to 
make good the frightful ravages of the war, that the 
current social and political disorder has distinctly an 














THE FALLS BANK DESK COMPANY Iie 


4408 Oakenwald Ave., CHICAGO, 
THE FALLS COMBINATION DESK COMPANY, LIMITED, LONDON, CANADA 


Save Time, Space, and Increase Efficiency 





HE accompanying illustration shows 
‘ the Falls Combination Desks in the 
3 Northern Trust Company, Chicago, 
with the tops raised and thrown back, and 
the young women seated before the Bur- 


roughs Machines posting from the media 
sorted on the top of the desk. 


In last month’s advertisement these same 
desks were shown with the tops lowered and 
the young women sorting their work before 
posting, the desks thus affording a large, flat 
surface such as is needed for this work. 


By placing the Burroughs in the desk, the 
machine and desk occupy the same floor 
space, thereby saving room because the 
bookkeeper can do all of his or her work at 
the same desk. It also provides a con- 
venient shelf for the ledger tray and drawers 
for supplies. These features not only 
economize in space, but save considerable 
time and increase efficiency. 

We build combination desks to fit all book- 
keeping and calculating machines, all of 
which are fully covered in our patent appli- 
cations. Detailed information will be given 


if you write us and state style of machine 
you are using. 


ILL. 
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economic significance that dare not be ignored. People 
must be brought to realize that even though the 
Great War that was to insure them liberty was won. 
the final victory did not imply any release from 
responsibilities or from the obligation manfully to 
master the problems that the war left in its wake. 

The steps that led the nations of the world into war 
were plainly defined; the steps that will lead these na- 
tions into the broad daylight of prosperity and world 
leadership have still to be positively defined. That is 
where those who are giving expression to the nation’s 
banking thought can utilize their position directly to 
the immeasurable benefit of the United States. And 
if they do this; if every bank and trust company, in 
its advertising campaign, does its share to guide the 
people in the way of right thinking, the results will 
be positive. 

We have a great deal at this time to be concerned 
over, but there is no reason to be discouraged. The 
initiative in world reconstruction largely rests with 
us, and we shall assume that initiative when an under- 
standing among the people is re-established. 

The understanding will not be re-established in a 
night. Nor will it be re-established until the basic 
remedies for high prices—production and thrift—are 
adopted generally by the people. No keen mind is 
needed to recognize what the United States requires 
at thistime. It is organized effort, not to reduce hours 
of work and raise pay, but to increase output and 
promote savings. It is, moreover, an intelligent effort 
so to educate the people that class feeling is overcome. 





The Autobiography of an Unsuccessful 
Banker 


(Continued from page 12) 

substantial increase. Inside of three months something 
went wrong and they handed him his passports. He 
drifted around at one thing and another for a few 
months, lost his nerve and shot himself. Another 
gave up a sure clerkship for an executive position at 
double the salary, was again doubled at the end of first 
year, and at the end of the next three months they 
handed him his blue ticket. He is back at his old 
job, crestfallen, defeated, a man without his nerve. 

It matters not what the reason—you failed and that 
is enough. The environment may have been unfavor- 
able, the associations unkind, good work impossible, 
but—you missed your step and the jury finds you 
guilty. You are cast away. 

It is not easy for a live man to go into a dead bank 
and make good. Dry rot does not readily respond to 
treatment. There are pitfalls in front and daggers 
behind. He must turn his collar around and face 
backwards. He must forget what he knows and 
learn over again. The fast moving machine must 
Stop, and in stopping it often breaks. 
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The penalty of neglect 


Picture yourself the day after the fire gazing at the 
fire-blackened papers and records of your clients and 
your bank. Think of the worried days and sleepless 
nights that must follow. 


Look around. On the desks, in the drawers, in steel 
and wooden files you will find valuable papers whose 
destruction would be a hardship on both your clients 
and yourself. Of course you have vaults! But they are 
full to overflowing. 


Don’t risk paying the penalty for this neglect. Act NOW. 


THE SAFE-CABINET gives proven, permanent resistance to 
heat. This has been demonstrated in exacting furnace tests. It 


bears the highest rating of the Underwriters’ Laboratories—the 
Class ‘“‘A” and the class “‘B” labels. 


Large capacity, efficient filing devices, portability and economy 
are a few of the things that 
have made some of the na- 
tion’s largest banks adopt 
THE SAFE-CABINET. 


A Service for You 


THE SAFE-CABINET COM- 
PANY will inspect your premises 
for fire hazards and show you 
how to guard against them. We 
advise on better methods of hous- 
ing, filing and protecting your 
records. The advisability of adopt- 
ing our recommendations is then 
a matter for your decision. 


THE SAFE-CABINET CO. 


Originator and Sole 
Manufacturer of 


THE SAFE-CABINET 


179 Greene St. Marietta, Ohio 


THE SAFE-CABINET 


‘*THE WORLD’S SAFEST SAFE”’ 
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Keeping in Touch 
With The Railroads 


is a part of our specialized service in 
handling Memphis collections. Ex- 
perience has often proved that drafts 
“stagnate” even after arrival of the 
goods. Our Collection Depart- 
ment bears this in mind so 
that “instant” presentation 
can be renewed and _ pay- 
ment expedited. Let us 
demonstrate. 


UNION & PLANTERS BANK 
& TRUST COMPANY 


MEMPHIS mumsune> TENN. 


Resources Over $35,000,000 Organized 1869 


— - 
| AVOID COSTLY EXPERIMENTS 








with “freak” equipment for 


MACHINE POSTING 


Install 
the 

Standard | 
The | 
Faultless | 
Turning | 
Post 
Ledger 





No licensed engineer needed to operate this device— 

it was constructed to accomplish definite results in 

a definite way, and it does what is required. 
Sheets shifted easily as cards in a cabinet. Sheets held by 
turning post without compression. Firm compression when 


binder is closed. Keeps sheets in good condition. Perfect 
facilities for ‘‘offsetting.’’ 


Write for Circular “‘T. P. B.’’ 


THE STATIONERS LOOSE LEAF CO. 


New York Milwaukee Chicago 
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| was in a new atmosphere. | was not a manager 
but a clerk. I was under espionage. I must open my 
mail just so, and close it just so. I must not put my 
pen behind my ear, nor cross my legs on Monday. | 
must not be too kind to the customers lest they 
wear out the carpet. I must not listen to old women’s 
tales, nor young men’s troubles. I must not turn the 
Golden Rule to the wall. I must obey tradition and 
cross my t's and dot my i's as they had always dotted 
their is and crossed their t's. I must turn the sugar 
of human kindness into the vinegar of selfishness. 

I dreaded the coming of the morning and wel- 
comed the close of the day. I kept one eye on my 
work and one eye on my master. I was like the 
faithful work horse that has had the balestick applied 
and sees it coming again. That process never pulls 
loads, and my load became too heavy for the human 
machine and it broke. And so one dismal February 
night I read the minutes at the board meeting, 
made notes of the proceedings, took out a little paper 
that had cost months of decision to prepare, laid it 
on the table and walked out. And it was night. 

Have you ever risen in the morning with noth- 
ing to do? No eight o'clock train to catch; no office 
to report to; no one to check you up? You were as 
free as the birds. You could do as you pleased. You 
had money in the bank. You had food and clothing 
and shelter, but—you had no job! You had no job! 
God! how you wanted to work, but no one would 
have you. You scanned the morning papers for a 
clue, in vain. You ate your breakfast, more from 
habit than necessity, carefully ordering just twenty 
cents worth, for that was your apportionment for the 
meal. Your money would last only so long, and then—? 

Somehow you killed the day, reading, writing, 
roaming, sleeping, hoping, waiting. The night came 
and you roamed the streets alone. You were alone! 
You slept because you were exhausted, and then the 
new day and more papers, more reading, sleeping, 
hoping, waiting. 

And so you hoped and so you despaired. The jobs 
you wanted you could not have. Those you had 
you did not keep, and those you tried for you could 
not get. You had had too many. You had failed, 
man, you had failed! 

At last you found a likely lead. You braced up 
and made a try for it. You brought every ounce of 
influence to bear that youcould muster. You brought 
every friend you had into your service, and you hoped 
and worked, and worked and hoped. And they turned 
you down! Do you hear? They turned you down! 
You would work for nothing—as long as the dwindling 
bank account lasted, just to show them that you were 
“game and didn't want the pay, but the job. And 
they turned youdown! Yes—your record isclear. You 
have ability. You have brains. You have reputation. 
You pass—but! And so you lost. You lost faith in your- 
self. You lost faithinmen. You almost lost faith in God 
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A Confidence Builder 


For Progressive Banks 


Every device that puts greater accuracy and efficiency | 
into banking service increases public confidence—a | 
bank’s most valuable asset. A most remark- | 
able confidence building utility is the | 

2 | 


Meilicke 


Time and Interest 
| Calculator 


Progressive banks 
and all other busi- 
ness institutions 
whose transactions 
with the public 
involve time and 
interest computa- 
tions find that the 


Meilicke fills a great need. It figures time and interest simultane- 
| 





Wii 








ously and correctly; at the same time automatically finds maturity 
date. By its use a bank is enabled to charge correctly all the interest 
due on a principal and protect the customer with accurate service. 


The complete illustrated catalog about the Meilicke Calculator and | 
service will be sent upon receipt of your request. A thorough | 
demonstration of the Meilicke in your bank under your regular | 
working conditions can be secured without cost to you or 
obligation to buy. Your request will bring it. 


352 North Clark Street CHICAGO, ILL. 


MEILICKE CALCULATOR CO. | 
| 
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An Assured Supply of Safe 


Deposit Boxes 


Eme rgenc ies, the like of which confront every banker 
today in his need for safe deposit boxes, demonstrate 
the wisdom of Barshal Unit Construction ‘‘Security”’ 


Safe Deposit Boxes. 


Standardizing on the manufacture of five units, each of 
which have a different number of boxes, achieves greater 
Shipment in 30 


production and lowest cost per box. 
days guaranteed. 


The Barshal representative in your district can show 
you the heavy Bessemer steel plate doors and the 
case work construction of ‘‘Security’’ Boxes. 


strong 


Besides ‘‘Security’’ Boxes the Barshal Line includes 
Built - to - Order Metal Furniture, Steel Filing 
Equipment, Ornamental Iron and Bronze Work 


— TABLA = 


UIPM 











Soft, Eye-Saving Daylight 


is possible at any time with the new Emeralite Daylight 


Attachment — an inexpensive device which 


ordinary electric light into soft, even daylight. 


Emeralite—always the best desk lamp—is now 


The restful green shade does away with glare 


any operator a better operator. 


The Adding Machine Emeralite fits and harmonizes 
with any type —connects to motor terminals - 
only when motor runs (if you wish) thus saving cur- 


rent. ‘Try it on your posting machine. 


Sent on approval— 
W rite for interesting booklet 


H. G. McFADDIN & CO. 
40 Warren St. New York 


Showing Da 
light Attac 
ment appre edd to 
bottom 

wlass shade 
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You who are fishermen know the sensation of hook- 
ing your fish—the prize catch of the season, playing 
him skillfully, bringing him in inch by inch to the 
very edge of your boat and then—splash! he’s gone! 
You mourn over it, reason over it, grieve over it 
Almost,—but! 

In alittle room in the Wall Street district | sat one 
Saturday morning awaiting a verdict. Through the 
anxious months that followed my fatal decision to quit, 
one hope buoyed me up, and that was that some day 
my old job would be open, and I could regain my 
Paradise Lost. 

My successor, too, listened to the tempter and took 
a promising job, only to regret it in sackcloth and 
ashes a year afterward. My friends of other days got 
busy and I was told to be ready to go back at a 
moment's notice. ~The committee met, decided, voted. 
My telephone rang—and that’s all | remember until 
I found myself away back in the mountains where 
no one knew me, or pitied or cared. It was the 
unkindest cut of all. But time works wonders and 
in due course courage came back and I could look 
the world in the face and try again. 

Of the three succeeding years, I fain would write. 
They were years of sorrow. I had left all that was 
dear to me, work particularly enjoyable, friends that 
were true, for the big chance, and I had failed. My 
future was now behind me and not before. | was a 
“has been’ and the banking world has no use for men 
“that were.” | had risen to the top, and | had gone 
to the bottom—and deep and dark was that bottom! 
| cared not whether the sun rose nor cared if I were 
alive when it set. It was the awful emptiness of 
nothing. Whereas I had been something and some- 
body, now | was nobody but a man looking for a job— 
the most pathetic thing in the world! 

Somewhere in a beautiful sermon I have read of a 
fountain pen. It had served its owner many years. 
And as he laid it away when its life had gone out, he 
looked at it fondly and said: ‘Good-bye, old pen. 
You and | have been mighty good friends, lo, these 
many years. You and I have lived together without 
a quarrel. Wehadnosecrets. You have shared my 
joys and you have shared my sorrows. You have 
thought my thoughts. But your work is done, and 
I lay you away forever. You are a castaway, and 
you cannot come back!” 

Somehow | have felt the banking world said that to 
me. They pitied me, when I wanted just another 
chance. On the foundation of the old failure I would 
build a new success. I was young yet. | had ability. 
I had talents. I had brains. My career was without 
a stain—except I had picked the wrong job, and 
bank men do not pick the wrong job and live to tell 
the tale. They never come back. Could I? 

During the long months in the wrong job, when 
I was debating, consulting, deciding whether to stay 
or go, someone said to me: “Remember, old man, 
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Cultivate Thrift and Contentment 
In Your Community — 


© out after business. Other banks are doing it. Other 

banks have found an Addressograph the best means of 
building deposits —of increasing their banking radius. The 
cost is small—the results big! 


Addressograph addresses envelopes, fills in names, salutations 
and dates on letters. Prints through typewriter ribbon from 
exact typewriter style type easily embossed by anyone in your 
bank on durable metal plates. 


Same machine handles names, addresses, data, etc., on your 
statements, ledger sheets, daily advices, debit slips, and all other 














record-keeping forms, 15 times faster than by hand. May he demonstrate it 


at your desk? 


Cordial letters bring depositors FREE DEMONSTRATION of Hand Addressograph pictured 


to your bank 





908A West Van Buren Street 


will convince you. Write us today. 








Chicago, Illinois 
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its better to die fighting than retreating —but then 
it was too late. The die was cast. That motto stuck 
by me in the dark days that followed the surrender 
of the big job, and I took up my pen—more to 
keep the human machine going than to turn out a 
worthy product. It was work or break. And so | 
worked, writing, writing, writing; hoping, hoping and 
hoping, sixteen hours a day, and seven days the week, 
in a little room that overlooked the same Hudson 
I had crossed years before on bleak February nights, 
first with misgivings and then in the ecstasy of a great 
achievement. 

The days rolled into weeks and the weeks into months. 
Despair turned into hope and hope into despair as 
one clue after another was followed to no purpose. It 
was on Christmas Eve that I touched the very bot- 
tom. I could go no deeper into the valley of the 
shadow. | took a long walk under the starlight, 
down by the dark waters, and they looked good to me. 
But I would not play the coward, for with all its 
bitterness, life still was sweet, so I went back to my 
little room and wrote until the sun broke over the 
eastern sky, and my battle with death was over. | 
would win against the world! 


I Become a “D. 8S. B.” 


The Old National Bank of ——was sick. Ever 
since its organization it had been sick. The assets 


were sick, the records were sick and the men who ran 
it were sick. It needed heroic treatment. 

Somehow — just how I do not know —the sick 
bank and I| got together. I did not seek the job and 
it was not an inviting proposition, for however much 
I may have depreciated myself and concluded I was 
a dismal failure, I had a certain sense of professional 
pride that rebelled at taking a job that had so little 
of promise and carried so little prestige with it. It 
was a long chance—a last chance. If I failed, I was 
sure ‘done for,” and if I succeeded it might be the 
beginning of better things. 

In my former connections I had depended much 
upon kind Providence that watches over bank men 
and guides them aright. It may be I depended too 
much upon the Divine and too little upon the human. 
I expected to have things done for me that I could 
well have done for myself. I had grown up too fast. 
I was like a mushroom, without lasting qualities. | 
was a hothouse product. My opportunity came too 
quickly. Time had not had its chance. 

But here was a new chance, however humble. My 
confidence, although shaken, was not destroyed and 
my self-conceit was almost gone. No man is ever 
defeated until he admits it, and I was not at that 
stage. I would be the exception to the rule and | 
would come back! 

We started in by cleaning up the place and throwing 
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out the accumulation of years. We put a new 
VISION 


freshness on everything and that changed the environ- 
ment. Then we got the records in better shape. We 


Sele aa weeded out the incompetent and lazy and put a new 

foe a GF spirit into the force. We opened Saturday nights 

* a” Seg ‘ , % fa dle ‘ *% 

a IN Ra and that pleased the public. We advertised. We 


“eg Nd quickened the loans and put new life into the dead 
Va B A N kK | N (; “2s assets. We cut out the waste. We grew. 

. Then came the war. We linked the bank with 
patriotic service. We sent our best men overseas 
We led the parades. We sold Liberty bonds by the 
million. We helped the Red Cross and kindred 


~ 
kh 


HOSE who carry forward the work of this bank \ 
are trained to look at their daily tasks—no mat- ' 
ter how apparently insignificant—in relation to the 





; societies. W ade ¥ i vi 
other work of the bank, and in relation to the great ad V “We « a ee eh oe enagionn and os 
‘ ‘ 7 ¢ . > >t e > , rere oO 
throbbing commercial life of the city, the nation, and ae ree. . ee eee ee SS oe 
the world. cause and it paid—it always does. The sick bank 


was getting well, and the sick man was getting strong. 

I no longer dread the call of the bugler in the morn- 
ing. I am glad to go to work. | have no boss but my 
job, and he can have all the time there is. My office 


HIS application of imagination to- each 
employee’ s work increases his usefulness. 
It is also of practical benefit to our customers. 
When each transaction is handled intelligently, 


: i Apps gate swing Wavs anc c i 7 
not mechanically, mistakes are eliminated and gute a both ways and folks come in without 
Letene enrvite aieen knocking and go out the same way. I no longer 


apologize for being alive, and the sick bank no longer 
apologizes for its existence. It pays dividends and 


THE 
PHILADELPHIA builds up surplus. People flock to it as bees flock 
NATI ON A # to the flowers, for its atmosphere is one of wholesome- 
BA 


ness, helpfulness, attractiveness. We have no quarrels 
K with the world and we have no quarrels with our- 
PHILADELPHIA, PA. selves. We have the respect, the good will, the 
admiration of the community, and in all that makes 
for good citizenship and good government we take a 
leading part, and | gratefully bow to the superior 
intelligence that directed me through the wilderness 
into the better land, for | have had the thrill that 

comes but once in a lifetime, and I sign myself, 
A Doctor of Sick Banks 

(The end) 
EDITOR’S NOTE —!/n Hashimura Togo’s language, we “‘ask to 
know’ if the banker readers of THE BURROUGHS CLEARING 
HOUSE would like to see this interesting life story reprinted. We 
believe that this is an unusual story and one that every bank man 
ought to read, and if the demand warrants our doing so, we will be 
glad to reprint a special edition of ‘‘The Autobiography of an 
Unsuccessful Banker” for free distribution where copies are requested 
Write your opinion and order to the editor. 
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SIGNS WITH TER 2 
TANKS are usi Op ig si ; et Banking That Begins in School 


(Continued from page 14) 


have reached the last year of high school and are 
prepared to enter college, have accumulated several 
of thousand dollars each and are ready to make their 


é shal} be glad : Swi ae way in the world. 
how your OplexSigm ia As the banking laws of New York contain special 


E-FLEY nat si 4 provisions regulating the operation of school banks, 

te mF these have to be administered along lines similar to the 
ns adult savings institution. 

A regular banking department has been organized 

which has direct supervision of the separate school 

banks. To this department the individual banks 
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report monthly the details of their transactions. This 
report is promptly audited, and balances reported 
on deposit with adult savings banks are subject to 
periodical certification. 

The individual banks are subject to periodical exam- 
ination, both of accounts and of methods, in order to 
insure a uniform system of operation. From the 
monthly reports of the individual schools the depart- 
ment prepares all the statistical and informational 
reports to the Board of Education. 

The school savings bank idea has in recent years 
been extended to other parts of the country, fostered 
in each instance by the American Bankers Associa- 
tion and the Federal Board of Education. It has 
developed in cities on the Pacific coast and in middle- 
western states. It is to be restored in Philadelphia. 
Recent efforts have been made to extend the system 
to cities and towns in Ohio, Minnesota, Maryland— 
in fact, to practically every state in the union. 

In many of these cities the school banks were 
directly fathered by the local bankers, who agreed to 
furnish the necessary bank equipment and in many 
instances agreed to accept the meager deposits in their 
own banks. The system was established in Spring- 
field, Ill., five years ago through the efforts of the 
Springfield Commercial Association, which realized the 
value of training children in the art of thrift. 

An interesting experiment is now being made in 
Richmond, Va., where the municipal authorities are 
interesting the youthful depositors to invest their 
savings in fractional prea es bonds. These bonds 
are being issued in $10 denominations so as to make it 
possible for the school children to take them up. This 
is an interesting experiment and is being watched by 
educators and investors. The inevitable result, it is 
believed, will be the heightening of the community 
spirit among the school children. If successful, it will 
prove the greatest teacher of civics in the elementary 
schools. 

This idea is now being advocated in New York, and 
has already been brought to the attention of the 
Board of Education. 

“The school children of this city, by purchasing 
municipal bonds,” says Mr. Clark, “will become a 
financial power in the administration of the city’s 
public utilities. The million school children, by the 
time they receive their diplomas, would find them- 
selves in the position of chief shareholders of the city. 

“The fund thus established by the enormous savings 
would be sufficient to create scholarships to enable 
every school graduate to go through college or pro- 
fessional school or to enter business. 

“Prior to the war 250,000 persons owned all the 
government securities that had been issued by that 
time. Now over 30,000,000 individuals are recorded 
in the books, an increase of over 12,000 per cent. A 
significant fact is that the young generation took an 
active part during the various Liberty Loan drives. 
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Use This Machine and 
Watch Your Footings INCREASE 


NCREASE your deposits. Keep in 

touch with your customers. Reach 
out after new business—with clean-cut, 
strong, direct advertising. You can do 
it now ata fraction of the cost of printing. 
You can duplicate form letters, bulletins 
and forms—typewritten, hand-written, 
and illustrated, withoutsetting type, with- 
out OT OC without cost, with a 


PEED 


oTO. DUPLICATOR 


Used by growing banks everywhere. Anyone 
can operate it. 50to 75 copies a minute and at 
a cost of 20c per thousand. 

We have many samples of bank letters and adver- 
tising matter—successful ideas that other banks are 
using with profit. Write for copies of them. 


FREE TRIAL 


The Rotospeed with complete equipment, will be 
sent to you on Free Trial. Use it. Try it out. 





























The Rotospeed Co. 
319 E. Third St. 
Dayton, Ohio 


Compare it with any other duplicator at any 
price. It will save its cost before you have 
to decide whether to keep it or not. 





Send at once, with- 
out obligation to us, 
booklet, samples of 
bank advertising and 
details of Rotospeed 
Free Trial Offer. 


Mail the coupon for booklet 
and details of this unusual 
Free Trial Offer. 










THE ROTOSPEED 
COMPANY 
319 
E. THIRD ST. 
DAYTON, OHIO 







Name. 








Address 
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HIS book, “The Days of Real Sport, 
illustrated by Briggs, the cartoonist 
and containing a red-blooded 
story of boyhood fishing days, 
> will be sent FREE to every 
sportsman. ‘ 
Learn of the pleasure, excite- 
ment and thrills which bait 
casting angling gives. No sit- 
~ ting still waiting for them to 
. , bite. This book tells proven 
methods of casting---also other hints. Shows full line 
of South Bend Tackle. A postal brings it FREE. 
SOUTH BEND BAIT CO. 
South Bend, Ind. } 


11586 High St. 
UHUTAUVOUUOUUURAOATRUTA UAL UNL ASULUL 
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The faster the left hand turns up the items the faster you can list 


= 


SOteeoeee | 
$44 cedede 
PPT TT aed 





Separate compartments for 
listed and unlisted items— 
1. For checks not listed. Q 
. For checks listed. : 


? 
3. For deposit tickets not 
listed. 


4. For deposit tickets 
listed. 


Saves Time for Busy Bankers 


Every minute and every motion can be made to count if you 
use a Coleman Time-Saver Check and Deposit Tray. 

The ideal way to keep checks or deposit slips arranged in con- 
venient order to facilitate listing or posting. Enables the 
operator to save many minutes of valuable time each day, and 
to avoid dropping or confusing items handled. No delay for 
tellers or clerks; the left hand turns up items as fast as the 
right hand lists them. Apply the principle of the currency 
drawer to your bookkeeping methods. 

Thousands of banks all over the country use Coleman Time-Saver Check and 


Deposit Trays. Many large banks have equipped ail machines. No bank too 
small to use profitably. 


Price $9.85 f. 0. b. Detroit, Mich. 
COLEMAN TIME-SAVER COMPANY 


1011 Majestic Building DETROIT, MICH. 


Ra WO niasiey ® rata | 








AT LEAST 
$5,000 for Advertising ? 


Bank or Trust Company Officers : 
If the advertising appropriation of your 
institution amounts to at least $5,000 a 
year, I have some suggestions which I 
believe would prove of interest and 


value to you. PLEASE WRITE ME. 


T. D. MACGREGOR 


Room 1210. 68 William Street, New York City 
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They are now numbered among the millions of new 
investors.” 

In this connection, it is curious to know that the best 
showings have been made by the children in the 
poorer neighborhoods, indicating that the thrift 
spirit has taken an impetus where it is most needed. 

For instance, in one school located in the most 
populated district on the East Side, inhabited mostly 
by foreign-born, there are 1,100 individual savings 
accounts. In another school, attended by the children 
of hard-working fishermen, 2,559 accounts have been 
recorded, with a total of $16,000 on deposit. It is 
significant to note that nearly all the children attend- 
ing the school are depositors. This is the most 
successful bank, even though the total on deposit is 
insignificant in comparison with other school banks. 
It is the number of depositors that the educational 
authorities are after. 

And there is another school situated in New York's 
Chinatown. It is the most un-American district. 
The school is attended largely by Chinese children and 
a number of Italians. The bank in this school carries 
900 accounts, with a total of $6,000 on deposit. Here 
is a good instance where Chinese are taught the art of 
depositing their earnings in an American banking 
institution. 

These schools compare more than favorably with 
schools located in the more prosperous districts. A 
school savings bank in the center of Washington 
Heights carries only 1,000 accounts, with a total of 
$14,000 on hand. A bank in a Flatbush school boasts 
of only 300 accounts, with a total of $8,000 on deposit. 

But even these schools are making headway. The 
rich, too, are being taught the art and virtues of thrift. 


A New Fox at the Forgery Game 


(Continued from page 16) 


where the checks were drawn for other than small 
amounts. 

True, this rule sometimes started an argument which 
reached a white heat. There were no serious results, 
however. Bank customers are fair-minded people, as 
a rule, and soon see the justice of such requirements. 
If my memory serves me correctly some of the refused 
checks never came to light. In other words, they 
were bogus and were never presented the second time 
because of the required identification. 

All checks should be drawn to some individual and 
endorsed by that party. Strict identification should be 
required. Close observance of this rule would close the 
door to many a forger, or at least make it so narrow 
he would have a hard time getting through. The 
professional check forger, of whose work we are now 
in mortal terror, would not “get by” very easily if 
such care were observed. 

But to resume the story: 











(o the police the captive gave the name of Arthur 
L. Moore. “Mr. Moore” had been stopping at a 
prominent hotel, where his trunk was found. On his 
person the sum of $3865 was found. Some new 
fifty-dollar bills in this “swag” were identified as part 
of the money a local bank had given out in payment 
of a $500 check, the last Moore had cashed on 
December 26. 

A professional forger’s kit, comprised of all kinds of 
pens, blotters and patent devices, was found among 
his effects in the trunk: This explained how he got 
the desired angles and shading in writing. Checks on 
banks all over the country were also found in abun- 
dance. Some of these had the forged signature al- 
ready attached and needed only to be filled out. 

A note for $6000 on the regular form of a certain 
bank had been carefully filled out save for the sig- 
nature. It is presumed that Moore intended to forge 
the name of some one whose credit was good in this 
case and then discount the note at some bank where 
the supposed signer would not know of its existence 
until too late. Had this note been finished up and 
handled in Moore's usual style, some bank would have 
been out $6000. 

Among other things found in his trunk was a dis- 
charge from the Arkansas state penitentiary. This 
showed that he had served a term for embezzlement. 
The police say that he has served three terms. 

So far as we know Moore had no associates in his 
work in Denver. But his correspondence would 
indicate that he had been in touch with others of the 
same occupation. Mention was made where two of 
them had received five-year terms. In appearance, 
Moore is a clean-cut looking chap and a fine dresser. 
He is well educated, but, up to date, has not shown 
himself to be much of a conversationalist, especially 
with his newly found associates. He had good letters 
of recommendation from honest people who had 
known and trusted him in the past. And they were 
genuine, too. 

It developed that he was wanted in a dozen cities in 
the west, middle west and south. There are two or 
three fugitive warrants awaiting him, should he by 
any means escape sentence here. 

How he obtained the standard signatures from 
which to make his copies is still a mystery. All those 
forged were of the clear, plain and open kind—not one 
of intricate design. The writer has a very well- 
defined idea how it was done, but the publication of 
such information might place it in the hands of some 
one who would wrongfully use it; while, to the 
honest, such knowledge would only gratify a passing 
Curiosity and do no real good. 

Often the ability of a person to produce a good 
forgery is an incentive to do so. 

Don't draw checks payable to “‘cash” or “bearer!” 

Don't pay checks drawn to “‘cash” or “bearer” 
without strict identification! 
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Mr. Banker: 


Do Your Records 
Show that Your 
Savings Department 
Can Handle More 
Accounts? 






ET us have an estimate of the 
accounts that you can handle, 
economically, and we will 
investigate your banking field, later 
advising if they can be obtained. 


Our Plan Briefly Told 


The modern way of obtaining new savings ac- 
counts is to go out and get them. Banks have a 
service to sell the same as any other business insti- 
tution. Progressive banks are rapidly realizing 
this fact. 

Our trained bank representatives serve you. They 
go out into the homes, offices and factories and 
open up accounts for your bank. 
one bank in each town. 
employ is certain of results. 


We serve only 
The system that we 


Responsibility Rests With Us 


You do not obligate your bank in the least to let 
us investigate. We assume all responsibility to 
accomplish what we undertake to do. You pay us 
nothing until we have produced results—so much 
per account opened and money deposited. 

The cost of our services is surprisingly low. It is 
low because our method is direct and rapid. 
Hundreds of banks have used our services. We 


can show you what we have done and are doing 
over signatures that you will honor at sight. 


Write us for complete details 
of our plan of operation 


Goodman & Diederich 


INCORPORATED 
20 East Jackson Boulevard 
CHICAGO, ILL. 
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Pen and Ink — 
846 Items a week 





Ly gees than twice as much work accom- 
plished without adding to the bookkeeping 
force —that’s the story plain figures tell of 
the efficient use of Burroughs Machines in the 
Chapin National Bank, Springfield, Mass. 


But it isn’t the whole story. Behind the 
‘‘quantity’’ facts stand elimination of overtime, 
assurance of accuracy, uniform neatness, econ- 
omy and better service for the bank’s customers. 





Up until three years ago, congestion at certain 
periods of the month inevitably meant overtime 
for the five bookkeepers if they were to keep 
up with the work of posting ledgers and bal- 
ancing pass books. ‘These five men, working 
with pen and ink, could post 7, 846 items a week. 
Today, with Burroughs Bookkeeping Machines, 
more than 20,000 items are posted weekly 

by five men—faster than it used to take the 
same number to do less than half as much. 
And the pass book bugbear has vanished, too, 
because every account is balanced daily and 
every statement is ready for its owner on call. 
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MADE 8Y THE ELLIOTT CO. 
of CAMBRIDGE, MASS. 
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When vou remove the 
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: ai 5 
eed addressed envelope from > 
the Eliiott Addressing ° 
Machine it is address side e 
——_—_— up, so you don’t have to 
_—————4 turn each envelope over to 
inspect the address, as is 
necessary with other ad- 
dressing machines. 
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SE f ' — = 
V7 — The Elliott rubber printing 1 
| —J roll flattens as it prints each —e 
i = address, thus putting an equal ri 
‘= pressure on every letterin the —a 
+ address. ‘‘Other’’ addressing =: 
2S machines use a hard, Hat, =+ 
J unyielding printing head, 
i= = which accounts for the un- =: 
= = evenly impressed addresses = 
—4 which you so frequently see. —H 
4 —s a -— 
II — You can stencil your addresses into Elliott = —H 
=I Address Cards with any regular typewriter — =: 
You don't haveto buy an expensive address 4 ae 
= = embossing machine and you don't haveto have a \ f — —_ 
‘ your address plates made outside your office me ~ A 
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: Since Elliott Address Cards are made of fiber you + 
: can print and write on their frames. We supply them — ° 
H in eight different colors, so you can use color clas- a 
Hes sification. ANY Elliott Address Card becomes a tab : : 
: =o card by simply inverting it in the filing tray. Any A : 
Elliott Address Card will print 10,000 addresses. — 
Elliott Address Cards never get stuck when going 
through the Addresserpress. 
A trayful of 250 Elliott Address Cards is only 
13 inches long and weighs less than 2 pounds Let us send you our booklet on 
**Other’’ address plates are three times as ‘ce 3 a ». 
: bulky and seven times as heavy. Mechanical Addressing 
THE ELLIOTT COMPANY I 
142 ALBANY STREET CAMBRIDGE, MASS. 
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PRODUCED IN THE BURROUGHS PRINT SHOP 


ORM 4070-50M-3-20-AD Z 
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Saving time for 
savings banks— 


Busy days for savings 





banks! Certain rush hours when it seems 


almost impossible to keep the lines from forming at the windows! 
Depositors impatient! Quick reference to the ledger imperative! 
Mistakes and overtime inevitable unless lost motion, unnecessary 
haste, and the liability of error are overcome by methods that com- 
bine speed-with-accuracy. 


The Library Bureau Card ledger offers three particular advantages to savings banks:— 


Quicker Posting 
No lifting of books or turning of 


books and pages. All the cards access to the ledger at one time. _ pact. 


Greater Accessibility Saving in Space 


Any number of people can have The L. B. Card ledger is com- 
10,000 accounts easily 


are right before you. The eye finds Only that one particular account handled in ledger desk only 65 
the account! which the clerk is working on isin- _inches wide. 
accessible to other clerks. 


Write for folder describing a typical installation in the East Cambridge Savings Bank. 


Card and filing 





Filing cabinets 





systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 

Albany, 51 State street Detroit, 68 Washington blvd. Portland, Me., 665 Masonic bid Distributors 
Atlanta, 102 N. Pryor street Fall River, 29 Bedford street Providence, 79 Westminster street F. W. Wentworth, 
Baltimore, 14 Light street Hartford, 78 Pearl street Richmond, 1223-24 Mutual bidg. San Francisco, 539 Market street 
Birmingham, 2205-6 Jefferson County Houston. 708 Main stree St. Louis, 513-515 Arcade bldg. Fe elie cherry ssoet 

Bank bidg Indianapolis, 212 Merchants Bank bldg. St. Paul, 116 Endicott arcade M Bay gy wea a _—— 
Bridgeport, 989 Main street Kansas City, 215 Ozark b Scranton, 408 Conneil bldg. c ra A a wg 140 Pacific Electri 
Buffalo, 120-122 Pearl street Milwaukee, 620 Caswell Beck Springfield, Mass., Whitney bldg. bldg. ngSres, ee a 
Cleveland, 243 Superior arcade Minneapolis, 428 Second avenue, South Syracuse, 405 Dillaye bldg. Parker Bre 
Columbus, 20 South Third street New Orleans. 512 Camp street Toledo, 620 Spitzer bldg. we yisd Field street 
Denver, 450-456 Gas and Electric bldg. Newark, N. J., 31 Clinton street Washington, 743 15th street.N. W.  ¢ g ane womn sree 
Des Moines, 202 Hubbell bidg. Pittsburgh, 637-639 Oliver bldg. Worcester, 716 State Mutual bldg. Salt sy City, 100 Atlas bldg. 





FOREIGN OFFICES 


London Manchester Birmingham Cardiff Glasgow Paris 
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Keeps Securities Safe 
on Your Desk | 





HEN you are working with 

valuable securities and are often 
called from the office, thrust them 
into the Note-file, close the lid, and 
it is automatically locked until you 
open it. That saves you the trouble 
of closing a noisy desk each time. | 


J 
aS 

7 
1 


The Note-file goes into the vault at | 
night—its contents thus are doubly 
safe—and can be lightly carried to | 
your desk next day. 


You'll find one or more of these 
sturdy steel Note-files keeping docu- | 
ments accessible but safe on the desks i 
of most of the big security houses of | 
the country. Itsaves time and elimi- i 
nates risks. | 





The beautiful finish of olive, oak or 

mahogany makes these cabinets an | 

To faciitatedeliveriea,we ~OFMAMent to any office. They come 
maintain production at 11 tWO SIZES: 414¢x10x12, and 

Benton Harbor, Mich, 2X 12X151% inches, to hold notes, 

San Francisco, Calit. leases, drafts, bonds and securities of 
similar size. 










Baxker-VawTer ComPANY 


Originators & ManufacturersLoose Leaf & Steel Filing Equipment 





Canadian Distributors: Cope land-Chatterson. Limited, Brampton, Ontario. 














